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feel! 


New! 


BULB PLANTER 

Retails About $1.00 

© Ideal for planting bulbs, 
corms and small plants 

© Marking on sides indicates 


Sa 


JUNE, JULY, AUGUST, SEPT 


AMES HANDY PLANTERS 


‘BPS 


RETAIL $ 
racsrpeca. %2,.97 
DEALER REG. COST sm>s4 


"“Deacencost 91,98 


MODEL BPS 

30° Steel “T” Handle 
Depth Gauge 

adjusts 2%" to 7% ; 

Head 11%" long 
Step 72 Wide 

Core Diameter 2%" 
Packed 3 to a carton 
Wt. per corton 6 Ibs 


FRONT 


ViEw 


“FULL DEALER MARKUP” 


These all-purpose planters will make a real 
hit with your customers. The #BPS with 
Depth Gauge is ideal for planting vegetables 
bulbs, small trees, and shrubs. Removes cores 
of soil around shrubs, trees and bushes for 


meertior 
Inservion 


‘BPW 


RETAIL s250 
FALL SPECIAL 31.98 
DEALER REG. COST sss 
“Deaercost *8.32 


MODEL BPW 


Wood handle 
No Depth Gouge 
Head 11 


PARKERSBURG, WEST VIRGINIA 


Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 








NEW COUNTER 

TOOL TOWERS 

each under *2000 
to dealers 





TAKE YOUR PICK NEW FLOOR 
FREE TOOL TOWER 
WITH TOOL ASSORTMENTS 


NEW COUNTER TOWERS 
FOR HYDE CARDOSELLS 


Three small, smart, revolving wine and gold colored Counter Too! Towers 
FREE with less than $20 of Fix-Up and Paint-Up HYDE CARDOSELLS Too! 
Assortments 





NO. C11S BLUE DIAMOND COUNTER TowER 
12—C3E-1%4" Elastic Putty Knives 6—C3E-3" Elastic Wall Scrapers 
12—C3S-1 44" Stiff Putty Knives 6—C3S.3" Stiff Wall Scrapers 
SIZE: 19° high, 13° wide WT. FIXTURE & TOOLS—9 ibs 
SALES LIST—$27.90 DEALER PROFIT—$11.16 DEALER COST—$16.74 


NO, C114 PAINT SCRAPER COUNTER TOWER 

6—C78 Scraper with 1” blades 24—80-3 Blades 
6—C79 Scraper with 14a" blades 12—79-3 Blades 
6—C80 Scraper with 2” biades 12—78-3 Blades 
SIZE; 19° high, 13° wide WT. FIXTURE & TOOLS—10 ibs j 
SALES LIST—$32.70 DEALER PROFIT—$13.08 DEALER COST—$19.62 bee b bie 

WO. C113 BLACK AND SILVER COUNTER TOWER A 
6—C2E-142" Elastic Putty Knives 6—C2E-3" Elastic Wall Scrapers 
6—C2S-1 2" Stiff Putty Knives 6—C2E-4” Elastic Wall Scrapers 
SIZE: 19° high, 13° wide WT. FIXTURE & TOOLS—10 ibs 
SALES LIST—$30.30 DEALER PROFIT—$12.12 DEALER COST—$18.18 


NEW WALL TOWER FOR a, * 
HYDE CARDOSELLS > Mike 


Wine and gold revolving fixture fastens to wall or post. Given at no 
charge with the following HYDE CARDOSELLS Assortment 


6—C3E-3" Elastic Wall Scrapers 


’ 
' 
NO. C117 WALL TOOL TowER 2 
6—C2E-1 42" Elastic Putty Knives 6—C2E-4~ Elastic Joint Knives 
6—C2S-1 42” Stiff Putty Knives 6—C2E-5” Elastic Joint Knives - 





6—C3E-1 a" Elastic Putty Knives 4 , 
6—C3S-1 4" Stiff Putty Knives 6—C3S-3" Stiff Wall Scrapers it 
6—C2E-3” Elastic Wall Scrapers 6—C3E-4" Elastic Joint Knives hike 
6—C2S-3” Stiff Wall Scrapers 6—C3E-5” Elastic Joint Knives 
SIZE: 43° high, 5%" wide, SHIPPING WEIGHT FIXTURE AND 
with tools 16° wide TOOLS—25 ibs. 2 oz : 
SALES LIST—$85.80 DEALER PROFIT—$34.32 DEALER COST—$51.48 : p 
: 
FOR HYDE CARDOSELLS (56, 
WO. C120 FLOOR TOOL TOWER 
New wine and gold, all wood, revolving fixture takes only 14” square of 
floor space. Features 17 Fix-Up and Paint-Up Tools. Given at no charge 
with the following individually carded tools 
BLACK & SILVER BLUE DIAMOND 
6—C2E-1 2" Elastic Putty Knives 6—C3E-1¥e™ Elastic Putty Knives 
6—C2S-1 2" Stiff Putty Knives 6—C3S-1 4" Stiff Putty Knives 
6—C2E-3" Elastic Wall Scrapers 6—C3E-3" Elastic Wall Scrapers 
6—C2S-3” Stiff Wall Scrapers 6—C3S-3" Stiff Wall Scrapers 
6—C2E-4" Elastic Joint Knives 6—C3E-4™ Elastic Joint Knives 
6—C2E-5” Elastic Joint Knives 6—C3E-5* Elastic Joint Knives 
PAINT SCRAPERS 
6—C83 24—80.3 Blades 
6—C85 6—CB Scrapers 12—79-3 Blades 0} 538) 335) NOW 
SIZE: 5'6” high, 13° wide WEIGHT FIXTURE & TOOLS—49 Ibs 
SALES LIST—$130.14 DEALER PROFIT—$52.06 DEALER COST—$78.08 FROM 


YOUR 


HYDE MFG. CO, 
SOUTHBRIDGE, MASS., U.S.A. WHOLESALER 

















SOUTHERN HARDWARE is published monthly at 116 E. Crawford St 
Subscription price in t 
Entered as second-class matter at the 


Volume 127 


Postmaster, Send notices by Form 3579 to 806 Peachtree St 





with IGZOO 


every angle 


is a profit angle 


CRYSTALINING 
Keeps Liquids Pure 


Round Inside Bottom 
Easier To Keep Clean 


Rugged Construction 
Withstands Hard Use 


18% Better Insulating 
Qualities Because There's 
No Metal-to-Metal Contact 


Smooth, Easy-Grip 
Handles 


Corrugated 
For Extra Strength 


Dripless 
Recessed Spigot 
Won't Break Off 


Ask your hardware wholesaler, or write 


== IGLOO CORPORATION 


P.O. BOX 8227 * MEMPHIS 4, TENNESSEE 
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MAGIC SHOVEL 





with DOUBLE-TAPER FORGING and 5 hidden-value features 


Exclusive shock band ... takes shock of heavy 
work without handle breakage 


Forward forged steps at no extra cost 


Burntcote handle of selected ash extends 
complete length of socket 


Perfect down center balance ... it feels light, 
it’s Steel-Lite 


(STEEL LITE) The only light-weight shovel with all the 
features you've asked for 


Oo. AMES CO. wine 


LADE UNCONDITIONALLY GUARANTEED See your Ames distributor for complete details. 








HARDWARE 





Hardware & Allied Lines - - Farm Operating Equipment 
MODEL K.280-8 
Vol. 127 July, 1958 No. 7 : OSCILLATING SANDER 


T. W. McALLISTER, Managing Director 
RALPH E. KIRBY, Editor 


Sid Wrightsman, Jr. Frances A. Kelly 
Associate Editor Assistant Editor 


BARON CREAGER, Southwestern Editor 
(7713 Inwood Road, Dallas 9, Texas) 


CHARLES E. SMITH J. A. MOODY 
Business Manager Production Manager 


FEATURES 
The South Weathers Recession Best So many outstanding features... 


Store Newspaper Brings in Customers ae 
Bombing ‘Em with Promotion so low priced eee 


a OUTSELLS ALL OTHER 


Texas Wholesalers Meet 
Battie's Goes Modern 


DEPARTMENTS POWER SANDERS TO tH 


Industry News * Powerful 2 amp. AC DC universal air-cooled motor! 


Catalogs & Bulleti ; : cabs 
Saster Seles ‘aids pe ‘ * Perfect sanding speed — 3500 oscillations per minute! 


Biers PIIIS ccccoceceeessssnssenasetscssarmensaennantatehennentnesneenpenmeanes : * Extended front for easy “feather edging” ond cosnes sanding! 


Farm Equipment Section * 7%" x 3%" oil-grease resistant platen with over 25 square inches 
Contents of sanding surface! 


a | * Patented non-slip locking knurled rollers hold abrasive sheets tight! 
ANNUAL SusscuirTion—§1.00 * Lightweight, easy to handle —weighs only 414 pounds! 


| Business Representatives * Finger-indented hand grip and auxiliary knob for precision control! 
New York: W. L. Rocers, Room 610, 7 Eaat 42nd St., New York u Vy, t 4 d h F b , 
17. Tel. MUrray Hill 2.4959. Cohasset: J. D. Parsons, 39 At * Uses andar j 
lantic Ave., Cohasset, Mass. Tel. EVergreen 3-0712. Philadelphia 3$ $ eet of abrasive paper: 
James R. Concer, 27 E. Windermere Terrace, Lansdowne, Pa * H j U 2 hs 
Tel. MAdison 6.9145. Chicago: Huem AULL, 383 N. Michigan Complete with 9 abrasive sheets and lamb’s wool polishing bonnet! 
Ave., Chicago, Ul. Tel. CEntral 6-4131. Cleveland: Josern B 
Rocers, 16404 Southland Ave., Cleveland 11, Ohio. Tel. CLear . ° 
water 1-9063. Los Angeles: Lorp B. CHAPPELL & ASSOCIATES, Here, at last is a power sander that will really make 
8698 Wilshire Blvd, Beverly Hills, Calif. Tel. OLympia 2-1490 money for you! A compact, well designed sander 
San Francieco: Faev Jameson, Loyd B. Chappell & Associates . - ware > 
821 Edinburgh St. San Mateo, Calif. Tel. Diamond 3.8806 with more selling features . . . for less money! Com- 
Charlotte: W. C. RUTLAND, P. O. Box 102, Gastonia, N ¢ Tel pare the new Shopmate — feature for feature — 
UNiversity 7-7905. Dallas: Baron Creacer, 7713 Inwood Rd., m " - . Rai 
Dalian a. Tene Yel. PLestwood 17-2087, Miemé: Ray Ricktas. with others at even double its price . . . and you'll 
915 Chamber of Commerce Bldg, Miami, Fla. Tel. FRanklin see why it’s outselling all others by more than 2-to-1! 
eerie Outstanding features include: power-packed 2 amp. 
115 volt universal AC/DC air-cooled motor, special 
oil-grease resistant sealed-cell platen with 3/16” 
orbital motion, over 25 square inches of sanding sur- 


face, push-button switch, tough silver luster finish. 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Atlanta, Ga., and Dalton, Ga 
Editorial and Business Offices 


806 Peachtree Street, N.E., Atianta 8, Ga. 
"ubliaher 20 0 Big space ads in lead con- 
ELECTRICAL SOUTH ere eid AUTOMOTIVE JOURNAI sumer publications like - pi SVG THE GESULAR FENCE 
SLECTRICAL § f E Aut -_ doy Evening Post, Popular LOOKS LIKE A SPECIAL... 


SOUTHERN BUILDING SUPPLIES TEXTILE INDUSTRIES Science and Popular onics 
SouTHeRN Power & INDUSTRY are introducing this exceptional 
= ah _ fo your cusfomers. 
U U Fit- 
W. J. Rooxe, Chairman of the Board; Ricuarp P. Smiru, Presi teday! e profit-moking facts 
dent and Treasurer; T. W. McALuister, Firet Vice-President 
BE. W. O'Baren, Vice-Pres.; A. BE. C. Smitra, Vice-Pres. ; 


Joun C. Cook, Vice-Pres.; A. ¥. Roperts, Secretary ; 
Sena J. Jones, Assistant Secretary ond Treasurer SUGGESTED 
RETAIL 
Copyright 1958, W. R. C. Smith Publishing Co., Atlanta, Ga, PORTABLE ELE 
® LECTRIC TOOLS, INC. 
320 West 83rd Street © Chicago 20, illinois 
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BUSINESS TRENDS 


> Business Picture—cconomists are finding every kind of term to describe what 
is going on in business. They all add up to the fact that the nation is re 

covering slowly from the business slump, but with full recovery still 
months away. There are some good signs here and there which show that 
things definitely have edged up a bit recently. Towards the end of the year's 
second quarter steel production had moved from below 50% of capacity to 
about 57%; May construction awards were at a two year high, auto sales perked 
up in the same month; and in June unemployment dipped under 5,000,000 hitting 
its lowest point so far this year. 


Taxes—aAt press time, any hope for general tax relief had about died, buta 

good sign to many is the apparent intention of the President to propose some 
tax relief for small business. The corporation income rate of 52% will 
be extended along with a fistfull of excise taxes born in the Korean war. 


Fair Trade—There seemed to be little chance of passage of the Harris Bill, 

legislation attempting to reestablish the right of a manufacturer and a re- 
tailer to agree on a resale price. Congress won't buy the bill this session. 
Bill would go farther than previous laws which have been thrown out by the 
courts. It would give manufacturers of identified merchandise, under 
specified conditions, the right to establish the minimum or stipulated re- 
sale price of their products throughout the United States. 


Consumer Income—at 342.8 billion dollars in April, consumer income was 600 
million dollars higher than in March and 1.7 billion above a year earlier 

as higher Government payment more than offset further declines in wages 

and salaries. 


> Instaliment Credit—cConsumer installment credit outstanding reflects the low 
level of automobile sales. At the close of the first quarter, outstand- 
ing credit declined 180 million dollars. As reported in numerous surveys the 
nation’s buyers are repaying current indebtedness, but are reluctant to 
take on new, major obligations. The attitude is one of "wait, and watch what 
happens to prices." 


Retail Sales—in April, retail sales totaled 16.4 billion dollars, 2% above 
March, but slightly below a year ago. Sales by hardware, building materials, 

and appliance dealers in the first three months of the year were about 

6% under the same period of 1957. 


> Farm Income—Dealers throughout the rural areas of the South can look to the 
future with considerably more optimism. Farm income in the year's first 
four months totaled 9.1 billion dollars, up 8% from the corresponding period 
of 1957. The increase was due to higher average prices. 
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“ou, WIXDORFF-KREIN MFG. CO. 


ashodntches 916 HOWARD STREET * ST. LOUIS 6. MISSOURI 


ey JOHN E. EVERETT & CO. © SALES REPRESENTATIVES © MEMPHIS 4. TENN 
7 


A” 


> CHAINS |-:-~-’ CHAINS CHAINS CHAINS CHAINS CHAINS CI 
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INDUSTRY NEWS 


George Day Assumes New 
Duties at Chicopee Mills 


GEoRGE H, Day II recently as- 
sumed the newly-created post of 
general manager of screen products 
of Chicopee Mills. Day is a vice- 
president of the firm, a Johnson 
& Johnson company. 


George H. Day Il 


Day, who was named chairman 
of the Executive Committee of the 
American Hardware Manufactur- 
ers Association at the 1957 conven- 
tion, will supervise manufacturing, 
sales, and advertising of Chicopee’s 
Fiberglas and Lumite saran screen- 
ing. 

The department that Day takes 
over is headquartered in New 
York, at Chicopee’s main office, 47 
Worth St., with a mil] at Buford, 
Ga. 

a 


Ajax Hardware Sales Co. 
Changes Firm Name 


A CHANGE IN its company name 
to Ajax Hardware Corp. instead of 
Ajax Hardware Sales Co. is an- 
nounced by the builders hardware 
manufacturer. The change in name 


6 


was made only for brevity’s sake, 
according to the announcement, 
and went into effect March 10, 
1958. There is no change in its 
management, personnel, sales pol- 
icy, or address, which remains at 
4355 Valley Blvd., Los Angeles 32, 
Calif 
~ 


Separate Distribution 
for Langley and Sila-Flex 


ANNOUNCEMENT that Langley 
Corp., San Diego, California, spin- 
ning and casting reel manufactur- 
er, is no longer combining distri- 
bution facilities with Sila-Flex, 
Costa Mesa, California, fishing rod 
firm, has been made by M. B. Lad- 


don, vice-president and general 
manager of Langley 

Heretofore, promotion and sales 
of both Langley reels and Sila-Flex 
rods has been under the direction 
of Lee J. Harter, representing both 
companies as general sales man 
ager. Under the new arrangement 
Harter will concentrate his efforts 
on Sila-Flex rods and _ various 
other products manufactured by 
the glass fabricating firm, accord 
ing to Laddon. 

“While our relationship 
Sila-Flex remains very friendly, it 
now appears that the distribution 
and sales efforts of both com 
panies will be strengthened 
through individual effort,” Laddon 
added. 


with 





Richard P. Smith Heads 
Publishers’ Association 


RICHARD P. SMITH, president of 
W. R. C. Smith Publishing Co., of 
Atlanta, publishers of SOUTHERN 
HARDWARE, was elected chairman 
of National Business Publications, 
at its recent national convention in 
Asheville, N. C. Mr. Smith succeeds 
Russell C. Jaenke, president of 
Penton Publishing Co., of Cleve- 
land, Ohio 

A graduate of Virginia Military 
Institute, Mr. Smith became presi- 
dent of W. R. C. Smith Publishing 
Co. in 1953, succeeding W. J 
Rooke, who became chairman of 
the board. Mr. Smith has been as- 
sociated with the company since 
1934. He worked up through the 
company’s circulation and other 
departments and later became 
business manager of Textile In- 
dustries, and then executive vice- 
president of the company. During 
World War II he served in the 
SHEAF with the rank of major 

A former director of BPA, Mr. 
Smith served as _ vice-chairman 
prior to his recent election as 


Richard P. Smith 


chairman. He has served as secre- 
tary-treasurer of the Atlanta Ad- 
vertising Club, president of the At- 
lanta Rotary, and president of the 
Atlanta Childs’ Home 

W. R. C. Smith publications, in 
addition to SOUTHERN HARDWARE, 
include Electrical South, Southern 
Power and Industry, Southern 
Building Supplies, Southern Auto- 
motive Journal, Textile Industries, 
and Southern Farm Equipment 
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5 COMPLETELY STOCKED WAREHOUSES: 
































7 VAN NUYS’ 
CALIFORNIA 





Salesmen will call on request. 
Write For Size Cards and Price List. 


et 
Put your confidence in 
the QUALITY LINE... ®) 


Viny! Weather Stripping Starter Rope 
Wood Giue Jump Rope 
Braided Nyion Line Mop Heads 

Seine Twines Wrapping Twines 


rds Kitchen Lines 
one ~ Express Twines Orders of $75.00 or more, freight 
Staging Chalk Lines prepaid. Orders of iess than $30.00 


Venetian Blind Cord Parcel Post Twines f. o. b. Mill, Lawndale, N. C., Van Nuys, 

Sash Cords Polished india Twines Calif., Marietta, Minnesota, Dalias, Texas, 

Clothes Lines Plastic Clothes Lines or Waynetown, Ind. Orders of $30.00 to 

Mason Lines Jute Twine $75.00 freight allowed to $1.00 per cwt. 

Fishing Lines Nylon Casting Lines Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery 


Cleveland Mills C 
esranuisneo ovo WIBUBIAN HS GOMPANY wore. wc. 
a Texas A Vv nec 


as at e Yvay et 


14346 Bessemer S an Ss ‘ Marietta, Mir e 3104 Gasto Ave Oz 


SOUTHERN HARDWARE for July, 1958 For more information use Handy Return Card, Page 73 





OTHER REPUBLIC 
QuUNP 


PRODUCTS FOR tt Ri ppecision w 


SOUTHERN FARMS 
AND HOMES 





BLUE RIDGE Galvanized Steel Roofing Precision Wound* 
fits any V-crimp or standard Automatic Baler Wire 
channel type roofing. for high speed bolers. 


FARMYARO, 
&, 


&* \ f) 


Flexible plastic pipe Tough, strong, woven wire fence A complete range of All types and sizes of 
for wells, stock waterers, in all popular styles wire nails for high-quality nuts and bolts. 
cooling, and irrigation. and sizes. every requirement. 
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And here’s why. Republic 13% Gage High Strength 
Barbed Wire has all the features that your customers 
insist upon. It's a strong, low-cost, lighter gage wire... 
so processed to give the highest strength possible and 
still retain the necessary ductility to avoid annoying loops 
or kinks that cause breakage. It is easier to unroll, 
stretch, and splice—without the brittleness, springiness, 
or recoiling action found in ordinary high strength 
barbed wires. 


Republic 13% offers your customers another big advan- 
it is heavily galvanized to provide years of 


tage, too... 
service without extra costs for repairs. 

Nail down more sales by stocking and selling Republic 
13% High Strength Southern Barbed Wire. Available 
in 80-rod spools, 2- or 4-point barbs. Contact your 
Republic Representative, or mail the coupon for com- 


plete information. 


REPUBLIC® 


STEEL 


Wanufactined, wn Ke SOU 
Ger Souther Famed 


GENERAL OFFICES — CLEVELAND 1, OHIO + SOUTHERN PLANT—GADSDEN, ALABAMA 
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REPUBLIC STEEL CORPORATION 
DEPT. SH-6070 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 
0 13% Barbed Wire O BLUE RIDGE ROOFING 
0 Automatic Baler Wire (© Plastic Pipe 
0 Woven Wire Fence 0 Nails DC Nuts and Bolts 


Name Title 





Company 


Address 








Zone State 
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HERE < 
*. eS 








tee 








universal , Tapatco 
replacement ! ‘ available anywhere 
beaded 7 — 





operator. 
FOR MODERN JALOUSIE WINDOWS 


FITS RIGHT OR LEFT 


Hardware sales go up . . . Stocking problems go down! J 


SAAS 8325 HARLEQUIN PLAID CUSHION 
ON SIGHT! eer ee 


orf © 


DEMAND 


wT foap seis Ww 


. + t RBA 
The kit contains a heavy duty operator ca 660 Tee suSURSAN 


mechanism, an adjustable link and al! necessary screws, nuts 4 





and ferrules for installation. The mounting template is printed on the 


box, plus complete instructions in simple terms 


"You can't buy better... Write tor )) 
WRITE FOR DETAILS to save your | ’ free literature Pen 


EY nderson THE AMERICAN PAD & TEXTILE CO. 


7 GREENFIELD, OHIO 


fA A 
ST atta Up Ce Trenton, N. J i New Orleans. Le 
n Cenede: Teapot t 


Pe 





P.O. BOX 2562 RIO PIEDRAS. PUERTO RICO 
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PETERS 


means 


to your customers! 


That's why it pays to 

stock, display and push the 
entire power-packed line of 
PETERS “High Velocity” 


sporting ammunition. 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
““High-Velocity” 1s a trademark of Peters Cartridge Division, Remington Arms Company, tac. 
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INDUSTRY NEWS 





W. A. Parker, Jr., Luke Sadler Head 
Newly-Formed S. B. Hubbard Co. 


TWO OLD-TIMERS in the business 
of hardware distribution, the 91- 
year old S. B. Hubbard Co. of 
Jacksonville and the 93-year-old 
Beck & Gregg Hardware Co. of At- 
lanta got together in the Florida 
city in May to form a new com- 


Luke Sadler 


Principal stockholders in the 
old S. B. Hubbard Co., which had 
occupied the same Bay street loca- 
tion since the Civil War, and repre- 
sentatives of Beck & Gregg joined 
to form a new company operating 
under the name of S. B. Hubbard 
Co. Inc. The only difference in the 
name is that the word “the” has 
been dropped from the title of the 
old firm. 

S. B. Hubbard Co. has supplied 
hardware, plumbing, and industrial 


12 


supplies to retailers in Florida and 
South Georgia since 1867, In ac- 
quiring its assets, Beck & Gregg 
has linked two of the oldest com- 
panies in the South 

Luke Sadler, president of the old 
company as well as the new, said 
that the old Hubbard Co., whose 
name in the transaction was 
changed to Hubbard Investment 
Co., will retain real estate rights 
to the property which stretches 
from Bay to Water Streets. The 
property is 100 feet wide and val- 
ued at about $350,000. 

According to President Sadler, 
expansion plans already under 
study will include new housing, ad- 
dition of new lines, strengthening 
of the organization, and improve- 
ment of facilities for a generally 
broader distribution service 

Chairman of the board of the 
new S. B. Hubbard Co. is William 
A. Parker, Jr., vice-president of 
Beck & Gregg Hardware Co. Other 
officers are: James H. Davis of At- 
lanta, vice-president; and James 
H. Weida, vice-president; Benja- 
min B. Bromberg, vice-president 
and comptroller; William B. Smith, 
vice-president; William J. Lang, 
vice-president; and John H. Har- 
rel. secretary, all of Jacksonville 


o 


Shapleigh Launches 1958 
Summer Savings Sale 


IN LAUNCHING its 1958 Summer 
Savings Sale, Shapleigh Hardware, 
wholesale organization in St. Louis, 
Mo., announces that a complete 
merchandising and promotion kit 
is available to dealers. 

A colorful four-page direct mail 
newspaper piece with dealer name, 
address, etc., carries the major 
sales message for the summer pro- 
motion. Over 130 items are clear- 
ly illustrated with accompanying 
descriptions playing up sale prices 
and special bargain values. 

Newspaper mats, radio scripts, 
and a 200-piece point-of-sale store 
display kit are also available to 
dealers. The display kit carries 
window streamers, valances, dou- 
ble pennants, and 7” by 7” price 


(Continued from page 6) 


cards, all especially designed fo! 
on-the-spot sales impact 

Hot weather items, fans, picnic 
coolers, children’s play pools, etc., 
are combined with lawn and gar- 
den supplies, hardwares, house- 
wares, tools, toys, and sporting 
goods in a complete over-all sales 
package 


° 


Michaels to Cover Dallas 
Area for Savage Arms 


GEORGE M. MICHAELS has been 
named sales representative by Sav- 
age Arms Corp., Chicopee Falls, 
Mass. He will cover the Dallas ter- 
ritory for both sporting arms and 
lawn mowers, according to W. J 
O’Connor and A. W. Schenck, sales 
managers of the two divisions 


George M. Michaels 


Michaels joined Savage in April, 
1957 and has been serving as a 
promotional with 
headquarters in Memphis. In his 
new post he will make his home in 
the Dallas area. His responsibili- 
ties will extend over large portions 
of Texas and adjoining states 


+ 


representative, 


New Name Announced 
for Pendergraph Co. 


PENDERGRAPH-Jackson & Associ- 
ates is the new name of an Atlanta, 
Ga., manufacturers’ agency form- 
erly known as the H. A. Pender- 
graph Co 

The present personnel of the 
company—H. A. Pendergraph, O 
M. Jackson, and W. S. Creveling 
will continue to represent the or- 
ganization. 
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“GOING 
T0 
THE 

DOGS” 


In every community... on the farm, in the suburb or in the city 

. the dog population is increasing. It's a ready market for 
Hodell Dog Chains... but you've got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 


te ee ee ee > | 


Oe ee OO 


Get fast sales action with these new assortments of Hodell Dog Chains 
with bright red, green and yellow plastic handles. Then . . . display them for 
fast sales on this attractive Hodell Dog Chain hanger. Each display comes 
complete with 12 chains and 2-color metal hanger. Assortments with 
metal handles also available. 


at ee ee 

See SO 
Se SO ES 

2S OO ee 


SO Or Or oD QT ON oe Oe 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





~ 
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REALISTIC ? 
You'd swear they 
just flew in ! 


have everything your 
customers want... 
QUALITY .... victor Decoys have thet 


quality look thet tells your customers ot a 
glance that here is the finest made. Trve-to- 
life design; the finest materials; expert 
croftsmanship and finish .. . all of these and 
more combine to make Victor Decoys the 
finest you can offer to your customers 


NEW DESIGNS Victor Decoys 
now offer you a new, more true-to-life look. 
Decoys are wider across the back, sit lower 
in the water, giving o more lifelike appear- 
ance to high-flying game. Adjustable, all- 
position heads on many models and 
authentic, non-glare finish afford even 
greater realism. 


COMPLETE LINE When yow sell 
the Victor Decoy line, you sell the most 
complete line in the world. Victor Decoys 
ere available in moided fiber, Tenite plastic, 
viny! plastic, and wood; in the widest range 
of species; and in a range of prices to suit 
the needs and pocketbook of every customer. 








No. D-3 
Victor 
Megnum 


Built of light, tough molded fiber; finished in natural colors. 
Gloss eyes. Maliord has head and wings painted with iri- 
descent paint for added realism and attraction. 9 species. 


Victor 
Majestic 
Standard 
life-size, Tenite plastic decoy; internally balonced. 
W oter-proofed and finished in realistic colors. Adjustable, 
all-position head with molded eyes. Seven species. 


Neo. D-16 
Victor 
Real Tuff 
Oversize 


A new, lifelike, durable decoy molded from tough vinyl 
plastic which resists domage from dropping or crushing. 
Unsinkable— shot-holes cre self-sealing. Five species. 


Your wholesaler hos the new, 1958 full-color 
Victor decoy catalog. Write for it. Stock the 
complete line — order from your wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. + Pascagoula, Miss. 
Niegera Falls, Canada 





INDUSTRY NEWS 


Scott, Peabody, of Wood 
Shovel, Assume New Posts 


V. G. Scorr has been named 
vice-president in charge of sales 
planning and promotion for The 
Wood Shovel & Tool Co., Piqua, 
Ohio. Simultaneously the appoint- 
ment of W. D. Peabody as sales 
manager was announced by Britton 
B. Wood, executive vice-president 


7) 


Scott Peabody 


Scott will be responsible for 
product development and improve- 
ment pricing, development of new 
markets, advertising and promo- 
tion, and forecasting. He 
joined Wood in 1942 as assistant 
manager of sales, became manage! 
of sales in 1946, and vice-president 
in 1957. He is also a member of the 
Executive Committee of The Wood 
Shovel & Tool Co. 

Peabody assumes administrative 
functions of the sales department, 
and contact with customers with 
and through Wood’s 12 regional 
sales managers who collectively 
cover the country. He has been 
with Wood since 1949, and assist- 
ant manager of sales since 1951 


¢ 


sales 


Wimberly & Thomas Buys 
Steel City Supply Co. 


WIMBERLY & THOMAS, wholesale 
organization, Birmingham, Ala., 
recently acquired the assets of 
Steel City Supply Co., involving 
the transfer of assets valued at 
more than $500,000. Announcement 
of the transaction was made joint- 
ly by Fred Shackelford, president 
of Wimberly & Thomas, and Robert 
Hall, president of Steel City Sup- 
ply. 

Most of the Steel City Supply 
Co. personne] will be transferred to 
Wimberly & Thomas. J. W. Hamil- 
ton, Jr.. who has managed Steel 
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City’s heating and air conditioning 
business for the past 10 years, and 
the Steel City sales force will 
move over to Wimberly & Thomas. 
Hamilton will manage the Steel 
City Supply Division of Wimberly 
& Thomas henceforth, with Carl 
Hosey as his assistant 


» 


Rich-Con Makes Change 
to Specialized Operation 


THE 101-YEAR-OLD Richards & 
Conover Hardware Co., which re- 
duced operations in Oklahoma 
City the first of the year, an- 
nounced in Kansas City recently 
that it is dropping the general 
hardware part of its business 

The firm, which operates in 
seven states, will specialize in floor 
covering and steel and industrial 
lines, and was to begin June 6 

Samuel L. Sawyer, president and 
great grandson of the founder, J 
F. Richards, said in Kansas City 
that the action was taken because 
of the declining profit margin on 
hardware lines. He stated that the 
firm will expand its sales of steel 
products and industrial hardware 
and supplies 

An Oklahoma City official of the 
company Rich- 
Con is not going out of business but 
is merely going to “specialize in 
stead of generalize.’ 

J. W. McDade, Southern sales 
manager, said Rich-Con will keep 
its warehouses in Oklahoma City 
and in Tulsa as a floor covering 
division; the Kansas City division 
will handle the steel and industrial 
lines 

The big change for Oklahoma 
City occurred in January when 
two warehouses on 1-3-5 E Grand 
were virtually closed. The stocks 
and part of the personnel were 
moved to Kansas City. McDade 
disclosed that the warehouses 
which have been operating with a 
five-man temporary crew, now 
will be shut down completely. The 
firm’s third warehouse, at 1 E 
Main, however, will be main- 
tained 

The action of the wholesale dis- 
tributing firm will mean a reduc- 
tion in sales personnel only, Mc- 
Dade said. Twelve general hard- 
ware salesmen, scattered through- 
out -eastern Oklahoma and _ in 
Texas, will be dropped 

McDade was scheduled to leave 
the company July 1 to become 


emphasized that 
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executive vice-president of the 
Southwest Sporting Goods Co., 
Tulsa. He came to Rich-Con in 
April, 1957, as merchandise man- 
ager and stepped up to sales man- 
ager January 1. He previously had 
been with the San Antonio Fishing 
Tackle Co. for 20 years and was its 
president when it closed in 1956. common nails, 4d, 6d, 8d, 10d, 

In discussing the decision to . and 16d box nails, and 4d, 6d, 
specialize, McDade said that Rich- 8d, and 10d finishing nails. Total 
Con's catalog contained more than 
2,000 pages listing some 56,000 dif- 
ferent items in general hardware 

Sawyer said in Kansas City the 
Oklahoma Floor Covering Co., a 
division of Rich-Con, will continue 
to operate under its present setup 
Headquarters of the divisions is at 
Tulsa and it operates warehouses 
and sales offices in both Tulsa and 
Oklahoma City, with about 20 em 
ployees 

The floor covering warehouse at 
Tulsa also will continue to whole- 
sale household appliances and 
specialty housewares lines, ac- 
cording to Sawyer 


Packed in one carton with order 
of 60 packages! You get 5 pack- 
ages each of 6d, 8d, and 16d 


shipping weight 40 pounds. 


+ 


Campbell Chain Makes Parallel Packed To Save 
Executive Appointments Spas, Gels ctoch, Cust 


turnover! 

MELVIN H. CAMPBELL, formerly 
secretary, has been elected execu- 
tive vice-president, and Robert P 
Leister moves from controller to 
secretary - treasurer Campbell 


NOW you can make money on 


small-quantity sales . . . with Acias Packaged Nails. 
Save time and fuss too. No more measuring out, weighing, 
bagging, and tying of small purchases. Use this bright new 
“help yourself” Atlas Packaged Nail Display. It’s loaded with 
eye-catching, handy, compact boxes of Atlas Nails. A great boon 
to impulse-buying! 


PROFIT HINT. Keep your bulk nails in the storeroom. Sell 
them to bulk nail buyers at a profitable bulk nail price. You 
can make money on both bulk and package sales — if you keep 
them both in the right place. 


Melvin H. Campbell 


Chain Co., York, Pa. Prior to join- 

ing Campbell in 1950, Leister was TACK 

assistant secretary-treasurer of 

Brunswick Pulp and Paper Co CORP. 
® 


their headquarters at the main 
plant in York 


Both men will continue to make 
FAIRHAVEN, MASS. *® HENDERSON, KY. 
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Moore-Handley Merchandise Mart 
Scheduled for August 4-16 


Moore-HANDLEY Hardware Co.'s 
sixth Merchandise Mart is sched- 
uled for the weeks of August 4-16. 
More than 2,000 retail dealers are 
expected to visit the company’s 
show rooms at the Birmingham 
headquarters and at the branches 
in Mobile and Nashville. 

Among the large variety of 
items to be offered to the retail 
trade will be complete housewares 
lines, electrical appliances, build- 
ing materials, and sporting goods. 

The company plans to devote 
more than 40,000 square feet of 
floor space to merchandise dis- 
plays. When dealers arrive on the 
scene, the intense planning that 
goes into these shows is much in 
evidence. With no loss of time the 
dealer is registered and begins his 
tour of the show. 

Just how these shows are 
planned was explained recently by 
the company. 


Mach Planning 


“Planning literally begins 
months before the _ scheduled 
event. The responsibility for the 
many phases of the Mart is as- 
signed to various standing com- 
mittees. Each is charged with the 
overall and detailed planning of its 
particular assignments, and re- 
ports directly to the Merchandise 
Mart Director, who coordinates the 
activity of all committees. 

“Frequent meetings take place 
during the planning state, and 
progress reports by committees are 
made before the body at each 
meeting. A rigid timetable must be 
maintained to assure that every 
phase is accomplished on schedule. 

“A majority of the dealers have 
made definite appointments with 
their Moore-Handley salesmen as 
to the date and time they will be 
in. By careful scheduling the 
salesman is able to accompany his 
customers through the Mart. In 
cases of conflict in schedules or 
when the dealer is not able to 
definitely designate his time of ar- 
rival, qualified house personnel is 
assigned to accompany the dealer 
through the Mart, if his own sales- 
man should be tied up. 

“Promotion for this event re- 


16 


volves around an intensive direct 
mail program and personal con- 
tact by Moore-Handley sales rep- 
resentatives. A series of letters on 
specially designed letterheads for 
the occasion, and card and folder- 
type bulletins start going out to 
dealers approximately six weeks 
before the Mart.” 

Attendance prizes this year will 
be more attractive than ever, ac- 
cording to the company 


_ 


Reid H. Cox Represents 
Colonel's Pride 


Rep H, Cox & Co., manufactur- 
ers’ representatives with head- 
quarters in Atlanta, Ga., will be 
sales representative in the South- 
east for a new utility can known 
as the Colonel's Pride. The can is 
specially designed for the Cox 
company and is being manufac- 
tured primarily for the Southern 
trade. 


Reid H. Cox 


Among those wholesalers fran- 
chised to handle the line are Beck 
& Gregg Hardware Co., Sharp- 
Horsey Hardware Co., Dinkins- 
Davidson Hardware Co., Walthour 
& Hood Co., Spicola Hardware Co., 
C. M. McClung Co., Orgill Brothers 
Co., House-Hasson Hardware Co., 
Semmes Mardware Co., Peeler 
Hardware Co., Farmers Hardware 
Co., and Albany Hardware Co. 


(Continued from page 15) 


Hall and Co., Inc. 
Closes Retail Outlets 


THE LIQUIDATION of the retail 
outlets of Hall and Co., Inc., Spar- 
tanburg, S. C., is announced by F 
N. Hall, president. The business 
will be confined to a wholesale op- 
eration, with John P. Glenn, Jr., as 
operations manager, and F. Nelson 
Hall as sales manager 

The decision to eKminate Hall 
Hardware, Inc., came after a sur- 
vey of Hall and Co., Ine., by Dr. 
George D. Wilkinsom and Associ- 
ates, management eonsultants and 
specialists in the hardware and 
supply field, from Princeton, N. J. 

Hall and Co., Ine., was founded 
and organized January 23, 1945 by 
Fred N. Hall. The firm started at 
189 E. Charles St., and in Septem- 
ber, 1946 moved to 197 W. Main St 
Four outlying wareheuses were 
subsequently built and in 1951 Hall 
and Co., Inc.. moved into new 
quarters at 901 E. Main St. The re- 
tail outlet came as a result of a 
long-term lease at the 197 W. Main 
location 


. 


William R. Patterson Dies 
in Memphis, Tenn. 


WILLIAM R. Patterson, long-time 
manufacturers’ agent in Memphis, 
Tennessee, and a partner in the 
firm of Patterson and Hanson, died 
on May 11. He was 76, his birth- 
day having been the day prior to 
his death 

Widely known throughout the 
industry, Mr. Patterson had been 
selling hardware and kindred lines 
for 52 years 

- 


Corbin Division Conducts 
Builders Hardware School 


REPRESENTATIVES from hardware 
firms across the nation have com- 
pleted the school courses conducted 
by P. & F. Corbin Division of The 
American Hardware Corp., New 
Britain, Conn. Classes started on 
January 27 

The course is part of the com- 
pany’s continuing program of as- 
sisting distributors to do a more 
comprehensive job of selling to the 
building industry. It also provides 
a complete understanding of resi- 
dential and contract hardware 
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This hot-dipped, galvanized 
Cream City round wash tub 
is built for hard, long serv- 
ice. Bottom is paneled for 
extra strength. Attractive 
appearance sells on sight. 


CREAM CITY WARE 


... long life, eye appeal, streamlined designs 


Cream City ware is a long time favorite because of its handsome design, sparkling appearance, 
sturdy construction. And this popular line is now produced by J&L, a major integrated steel 
company with complete control of quality from ore to finished ware. This assures you a reliable 
source of supply and premium quality. It pays to stock and sell Cream City galvanized ware. 


Jones & Laughlin Steei Corporation 


Consumer Products—Container Division 


STEEL Lebanon, indiana 
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INDUSTRY NEWS 


Felder Wright 


Promotions Announced 
by Lamson & Sessions 


LAMSON & SESSIONS, manufac- 
turer of bolts, nuts, screws, etc., 
recently announced four new man- 
agement assignments, according to 
President George S. Case, Jr. 


John F. Dolan 


John F. Dolan was named assist- 
ant to the vice-president, sales, and 
will have headquarters in the 
Cleveland home office. Dolan was 
at one time the company’s western 
sales manager and most recently 
Chicago Division general manager. 

J. Wallace Nall is the new gen- 
eral manager of the Chicago Di- 
vision. He will have charge of both 
sales and manufacturing § and 
brings over 20 years’ experience in 
the Southern Division to his new 
assignment. 

William B. Manning and Felder 
Wright were appointed district 
sales managers of the company’s 
Birmingham Division. They will 


William B. Manning 





J. Wallace Nall 


share the sales management re- 
sponsibilities of the Southern Di- 
vision 


+ 


Stanley Makes Changes 
in Territory Setup 


EFFECTIVE May 1, the sales terri- 
tories of Stanley Hardware, Divi- 
sion of The Stanley Works, New 
Britain, Conn., including the state 
of Virginia, North and South Caro 
lina, Tennessee, Alabama, Georgia 
and Florida, were incorporated into 
a Southeast Region with John F 
Hollfelder in charge as regional 
manager with headquarters in At- 
lanta. Announcement of the chang 
was made by John F. Bate . man 
ager, builders hardware sales 

Samuel S. Culley is named sale 
representative for the hardware 
division in Georgia and South 
Carolina, replacing Hollfelder, who 
has been representative there since 
1955 

A native of New Britain, Holl- 
felder was graduated from the Un- 
iversity of Connecticut and joined 
The Stanley Works in 1950, re- 
ceiving his factory training during 
the next two years. He was then 


Hollfelder 


(Continued from page 16) 


assigned as an assistant to the sales 
representative in the territory of 
South Carolina, Georgia, and Flor- 
ida. 

Culley, a native of Westerly, R 
I., was graduated from the Uni- 
versity of Rhode Island in 1943 
Following service during World 
War II, he was manager of the 
Culley Hardware store in Westerly 
for five vears. Recalled to active 
duty in 1951, he served until 1957 
joining The Stanley Works that 
same yeal 


o 


Ploeger Observes 50th 
Year, F. W. Heitmann 


GIDEON E. PLOEGER, chairman of 
the board of the F. W 
Co., Houston, Texas 
his 50th anniversary 
wholesale organization 

He joined the company May 
1908, after having attended Mass« 
Business College in Houston where 
With no po- 
sition open in the accounting de- 
partment at the time, th A 


Heitmann employed Ploeger as a 


he studied accountings 
© iatf k 


combination office bo 


r 


G. E. Ploeger 


clerk. In 1909, he was promoted to 
the accounting department where 
he remained to work his way to the 
top of the organization. In 1915 he 
was appointed auditor of the 
company and in 1919 he wa 
elected assistant secretary and 
assistant treasurer, and was made 
a director of the company. After 
holding a series of other executive 
offices, he served as president from 
1950 through 1957. In January 
1958, he became chairman of the 


board, his present position 
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YOU GET 


©O7 


PROFIT 


ON THE FAST-SELLING BLACK DIAMOND ROTARY MOWER FILE 


v 


Mow Your Lawn “ 


WITH A 


SHARPER BLADE/ LS iz 


> ROTARY MOWER FILE 98: This is the first file designed for sharpening rotary mowers. 
) It sells for 98¢. Every time you sell one, you get 49¢ profit. 


What's more, you sell a dozen (from a colorful display) 
in just about no time. Since this is just the middle of the 
lawn care season in most parts of the country, there’s still 
time to sell a lot of dozens 


As a matter of fact, there couldn't be a better time to 
push this file than right now. Most mowers have a lot of 
heavy cutting behind them now. Their owners will welcome 
this low-cost way to sharpen blades at home. 


If you're not sure about this file, ask your distributor. 
He'll tell you what it’s doing for other dealers. Matter of 
fact, he'll probably tell you without being prompted. But 
don’t take chances. Check this now. 








| 
i 
i 


@ THIS IS THE FILE — and this is the display that helps sell the 


a aa >| ROTARY MOWER FILE file. Post a display near your register — in your garden section 


and in with your rotary mowers. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND —_ 
in Canada: Nicholson File Company of Canada Lid. Port Hope, Ontaric 
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INDUSTRY NEWS 


Craig-Shoffner Hardware 
Bought by Neal Jones 


CRAIG-SHOFFNER Hardware Co., 
one of the oldest hardware organi- 
zations in Nashville, Tenn., was 
purchased recently by Neal O. 
Jones, who for many years has 
been associated with the hardware 
wholesale and retail industry. 


Neal O. Jones 


He acquired the capital stock 
from Elmer Kent, president, who 
will remain with the firm as sales 
supervisor. 

Craig-Shoffner was organized in 
January, 1907. Recently it was 
moved from Second Ave. to Madi- 
son Square Shopping Center and 
combined with its wholesale de- 
partment, It will continue selling 
wholesale and retail 

The new owner started his hard- 
ware career with Moore-Handley 
Hardware Co. and was formerly 
manager of the Nashville division 
He later was promotion manage1 
of Orgill Brothers of Memphis for 
four years. In 1955, he became a 
stockholder and vice-president of 
Taylor Hardware Co., Pensacola, 
Fla. He sold that interest recently 
and moved back to Nashville 

Other officers of the company 
under the new ownership are Mrs 
Jones, vice-president, and J. C 
Schutt, Nashville accountant, sec- 
retary-treasurer 


€ 


Piedmont Hardware Holds 
Annual Toy-Appliance Show 

OFFICIALS OF Piedmont Hard- 
ware, Danville, Va., described its 
recent annual Toy and Appliance 
Show as “the biggest and best yet.”’ 


20 





The event attracted more than 
150 retail dealers, including a 
number from points as far away as 
South Carolina and Norfolk, who 
registered to view the large dis- 
play and place orders for the 
Christmas season. 

E. C. Bradford, executive vice- 
president of the wholesale organi- 
zation, termed the show a “com- 
plete success” and noted it has 
continued to grow since its incep- 
tion in June, 1956. He predicted 
the showing will become a majo! 
buying event for dealers through- 
out North Carolina and Southside 
Virginia. 

Both Bradford and Charles W 
Ward, vice-president of the com- 
pany, agreed that the buyers were 
obviously not  recession-minded 
and were setting 
especially in the toy line 

One possible reason for this, the 
officials stated, is the baby boom 
that followed World War II and 
hit its peak in the early ‘50s 
These children are now reaching 
the age where they can really ap- 
preciate and enjoy good toys 

The latest Santa Claus trends in 
dicated by the dealer’s buying 
habits reflected the strong in- 
fluence of television. The tele- 
vision-inspired toys which sold in 
large volume included Zorro out- 
fits, Zorro guns, and Zorro puz- 
zles, plus toys featuring Wyatt 
Earp and his fellow lawman, Matt 
Dillon of “Gunsmoke” fame. To 
satisfy the increasing interest in 
outer space, Piedmont Hardware 
featured miniature Sputniks which 
bear a close resemblance to the 
real thing, and a telescope strong 
enough to show up the craters on 


new records, 


the moon. 

The ever-popular items such a 
dolls, tea sets, guns, footballs 
were in large demand, and the 
company pointed out that an “old 
reliable” seller, the world globe, i 
making a comeback this year 


° 


Weber Changes 
Company Name 


E. C. WoTRUBA, president of The 


Weber Lifelike Fly Co., Stevens 
Point, Wis., recently announced 
that as of August 1, 1958, the name 
of the corporation will be changed 
to Weber Tackle Co. There will be 
no change in officers, personnel, 
location or the official company 


(Continued from page 18) 


trademark “Weber of Steven 
Point, Wis.”’ 

“An expanding, all-inclusive line 
of tackle,”’ states Wotruba, “‘is the 
reason for the name change. When 
the company was founded in 1896, 
Weber specialized in fly tackle. For 
Weber ha 
been manufacturing tackle for all 
types of fishing, with the empha 
ociated items fol! 


bait casting, 


many years, however, 


on lures and a 
pinning, spin-casting, 


salt water and the like 


¢ 


Perry and Barr Co. 
to Represent Rugg 


THE PERRY and Ba 
facturers’ representatiy 
headquarters in Nash 
has been appointed 


Rugg Manufact 


Barr 
field, Ma tates of Florida 
Alabama, and western Tennesse 

Principals in the Nashville or- 
ganization are Coleman Perry and 
Graham Bart 


, in the 


SOUTHERN HARDWARE for July, 1958 





Thaliteolam aat-til-t-tell- 


The newest idea in pipe fitting merchan- 
dising is this new easy to carry assortment 
of high quality U-Brand pipe fittings. Look 
ot these features which sell the new 
*THRIFTY FIFTY PAK for you 


*An assortment of 50 popular 
size fittings in one package. 


*Your choice of 2" or 4%" pi 
fittings in either black U-Cote 
or galvanized finish. 


*A rugged, convenient bin- 
type tray that is built to last, 
with no staples to cut or 
scratch the hand. 


om *Designed to your needs, with 
each section clearly marked— 
you'll have the fittings you 
want when you want them. 


A *THRIFTY FIFTY PAK on display on your lie ‘The *THRIFTY FIFTY PAK on 
counter means profits from extra sales. the job saves time, wasted 
Your customers will easily see the “THRIFTY trips, and loss of fittings. This 
FIFTY PAK saves time, wasted trips, loss means more money in your 
of fittings . . . and MONEY for him. pocket. 


THE UNION MALLEABLE 


MANUFACTURING COMPANY 
ASHLAND, OHIO 


i8 
i Fitting ee! Nipple ind 


und Screwe 
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JLVLLE Nails Now Come 
In Modern 5O Ib Cadays 


Hundred-pound nail containers have gone the way 
of old-fashioned kegs! We're no longer packing 
nails that way. Now every type, size, and finish of 
top-quality DixisTEEL Nails come only in the handy 
50-pound Nail Caddy. It is strong, durable, and 
weather-proof. It is far more convenient and easier 
to handle — both for you and your customers. 


orper P1144" Nais FOR EVERY NEED 


Here are a few of the many types available: 
BRIGHT—GALVANIZED—SLUED—CEMENT COATED 


Made Only by 


ATLANTIC STEEL COMPANY ~- ATLANTA 1, GEORGIA 5 tind 
P.O. Box 1714 TRinity 5-3441 
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HARDWARE 








The South Weathers 


Recession Best 


By Richard P. Smith 


President 
W. R. C. Smith Publishing Co. 


{ie SouTH has been weathering that the 
the ‘rect lO! distinctly bet any othe 
ter than other areas of the United ath-fashior 
States regions 
If you've been standing too close The dep 
] , 


evident in the Nortl > and ver-all retail sale in ‘ 


to your own problems to see how 
the Southland the 16 Southern West is much less n at n the h than the larger chains in 
ind Southwestern state has con South. Of all the various indicato1 al f this year exceeded thos« 
a you can exami by $359 million and 
temporarily slowed economy, step good jobs and | nti by $66 million in Ala- 
back a few notches and conside1 more quickly « nore ; ul bama, Florida, Georgia, Mississip- 
why we are blessed by living in an than retail sale People s} f pi, Tennessee, the Carolinas and 
area which is now the nation’s No money freely are happy, conf Virginias Maryland Delaware 
1 economic asset people whose faith in Kentucky, Arkansas, Louisiana, 
From the facts and conclusion and their future backed up wi Oklahoma, Texas, and the District 
to follow, all of u hould draw cash. In the South consume! of Columbia 
Of $3,326 million which cash 


tinued to rise in the face of 


comfort from the clear signboards ing continues to be heavy 
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Moonlight and magnolias are still a part of the 
Southern scene, but don't overlook the constant 
broadening of the business horizon that makes 
the South the nation's No. 1 economic asset! 


registers rang up in March, $667 
million was spent in food stores, 
$210 million in eating and drink- 
ing establishments, $186 million 
for general merchandise, $208 mil- 
lion for apparel, $176 million for 
furniture and appliances, $257 mil- 
lion for lumber, building materials, 
hardware, and farm equipment, 
$349 million at gasoline service 
stations, and $122 million for drugs 
and proprietaries, all of which 
showed increases in sales in March 
over February. March sales 
brought to more than $912 billion 
the cumulative total of such trans- 
actions in the South in the first 
quarter of 1958, according to a 
Bureau of Census survey. 

The increase in sales in March 
over February came in the broad 
South, while the retail trade field 
in the Northeastern and North 
Central sections of the country 
were experiencing downtrends 


Employment Better 


Unemployment figures reveal 
that the South as a whole is rela- 
tively better off than other re- 
gions. Only seven percent of the 
South’s labor force was. un- 
employed in April (the last full 
month for which figures are avail- 
able), whereas 7.8% of the work- 
ers were seeking jobs in the 
Northeast, 7.5° in the North Cen- 
tral region and 8.3% in the West 

In the year from April 1957 to 
April 1958 most of the unemploy- 
ment in the South was registered 
in farm jobs. In April of this year 
82.2% of the South’s labor force 
had jobs in non-agricultural occu- 
pations; this was only 1.1% less 
than in April 1957. Thus far the 
greatest loss of jobs has been in 
Southern agriculture, where the 
drop has been 1.8% in a year’s 
time, due primarily to continued 
farm mechanization and the attrac- 
tion of industrial employment. 

It is recognized that for retailers 
in the small-town market which 
comprises much of the South, no 
economic trend is more significant 
than the continuing rise in cash 
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farm income. Retail trade in these 
rural areas is so closely linked to 
the fortunes of agriculture that as 
the farmer prospers so do the in- 
dependent retailers. 

Income received by Southern 
farmers in the year’s first two 
months averaged more than eight 
percent above the 1957 period, and 
in mid-March national figures 
were at the highest level in five 
years. The annual rate of Southern 
farm income in the two months 
was $7.2 billion as compared with 
$6.6 billion a year earlier 

With farm income more 
keeping pace with increased cost 
of production items, the U. S. De 
partment of Agriculture predict 
that net farm income for 1958 wiil 
be five to 10 percent ahead of 
1957 

This increase then in ne 
income is the significant fact, 
signals 

1. An improvement in the far: 
ers ability to purchase 

2. His re-entry into the market 
for virtually all categories of prod- 
ucts 

Recent trade surveys by SOUTH- 
ERN HARDWARE have revealed the 
soundness of the independent re- 
tailers’ competitive position in this 
important small-town market 
contrasted with the position of 
many of their big-city brothers. In 


the rural towns and citie loca 
tions free of the domination of de 
partment stores, mail-order out 
lets, and discount house price 
structures tend to remain firm 
and profit margins are more ds 
pendable. In most areas of the 
South dealers are free of such com- 
petition and buy with the confi 
dence that traditional margins car 
be maintained. Irresponsible price 
cutting and sale with limited 
profits are not characteristics of 
the Southern market, and therein 
lies much of the strength and im- 
portance of the small-town retail 


er 
Business Investment Up 


While the reaction 
Southern consumers 
economic importance, the 1 
of businessmen also have 
pact on the Southern economy 
cannot be Perhap 
best gauge of busine entiment | 
the 5.8° increase 1 Southe 
business incorporation 


ignored 


recorded in 1957 ove 
ever, you cannot rei 
impact of thi 

trast it with a 

wh ch howed " 
Since 82.2 


ers are in non-ag! 
manufacturing 
of the credit for 
factory situatior 
principal reason 
experienced the 
drop that ha 
(Contu 


“For retailers in the small-town market that com- 


prises much of the South, no economic trend is 


more significant than the continuing rise in cash 
farm income. Retail trade in these rural areas 
is so closely linked to the fortunes of agriculture 
that as the farmer prospers so do the independent 
retailers." 
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By Wendell Givens 


is Store Newspaper 
rings in Customers 


A N ENTERPRISING hardware deal- 
er in Florala, Alabama, is pub- 
lishing his own store newspaper, 
and has found it an inexpensive, 
yet highly effective medium of ad- 
vertising and good will 

S. Arnold Smead of Florala 
Hardware Co. has found that his 
monthly “Florala Hardware Tab” 
is an excellent device for inform- 
ing regular and potential customers 
about upcoming sales, bargain spe- 
cials, etc. With an assortment of 
chit-chat about the store, the 
weather, and life in general, ‘““Tab” 
also helps establish and maintain 
friendly contact with people in the 
Florala trading area 

‘Tab” is mimeographed on 5 
by-842" paper. Starting with 300 
copies last April, its distribution 
1,000 copies, and 


has grown to 
Smead hopes to increase that fig- 
ure soon to 1,500 

He estimates that 1,000 copies 
“Tab” cost $23, including paper, 
stencils, ink and postage. With a 
third-class mailing permit, postage 
is only 142-cents a copy 

After the first issue, Smead pur- 
chased a second-hand mimeograph 
machine, Which greatly improved 
subsequent issues 

The big reason for 
publication costs is family team- 
werk. Smead and his wife, Mickey, 
produce each issue. He writes the 
articles, which include two regu- 
lar features, “Uncle Bud Gett” and 
a column for the ladies, “A Word 
to the Wife.” 


Uncle Bud Gett’s column, writ- 


economical 


Last April, “Tab,” mimeographed on 

5'/2"-x-82" paper, was sent to 300 

regular and potential customers. This 

July issue went to more than 1,000 in 
the Florala, Alaboma area 


ten in a folksy vein 
installment purchase 
way recently 

“There are three good thing 
man appreciates and enjoys. They 
are a good family, good health, and 
a good credit rating. All three are 
essential to a feller’s well being 
Now take credit, fer instance , 

He then follows with the ob- 
vious: Credit is to be had at Flo- 
rala Hardware 

The ladies’ column follows a sim- 
ilar tack, with perhap 
vice on how to get the hubby from 
inderfoot and start that spring 
fall housecleaning I] 
rala Hardware ha 
supplies 

Smead reported that the best 1 
ults on any item advertised in 
Tab” was a special on cabinet 
inks. The store sold five NKS a 
a result of that one 

The front page u 


some ad- 


The Arnold Smeads get to work on 
their monthly store newspaper which 
serves as an A-1 advertising medium 


Smead runs off a stencil while his wife 
starts on another. All work is under- 
taken at home after working hours 


The Smead youngsters, Kris and Freddie, 
ore quick to lend a hand with necessary 
folding and addressing of ‘Tab.’ 
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July =- the seventh month brings forth seve- 
the most important of 


ral days of interest, 


which is the fourth of July. 
ter known as Independence Day because 
day in 1776 the United Statos bocame a nation. 
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SARS our country has encountered trials and 
tribulations from its infancy which, 
when they were conquered, only served 
to make her stronger, 

freedom of speech, **tship, and tho 


This day is bet- 
on that 


The fiesdoms we 
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In his profit campaign, dealer keeps 


Bombing ‘em with Promotion 


Bu: Mississippi! Many hard- 
ware men will remember this 
Mississippi Gulf Coast town with 
vacation affection—famous for its 
fishing and its six mile stretch of 
saltwater beach 


Others will recognize Biloxi as 
the little known Southern small 
town that hit the nation’s hardware 
headlines by finishing up in the 
last 20 finalists out of 20,000 en- 
tries over the United States in the 


COMBEL'S 


TRUST FMD... 


COMBEL’S «i cons 00¢Ts 
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‘hE AMOUNT STATED ABOVE MAS BEEN ESTAR SHED 

“je row oy COMBEL'S as & Ceenet pum Yow 
“aT want an) PURCHASES WF 10 a! aecuer 
witrOw! DOWN Farman 
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ee 


Combel's sent to an imposing mailing list a personalized voucher for $100 which 
allowed the recipient to make purchases up to that amount without down payment 


The aisles of Combel's are wide enough to allow comfortable customer shopping. 
Note the point of sale promotion card—"Have you registered for Free Prizes?" 
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1952 Brand Name Retailer of the 
Year contest. And some will even 
remember the name of the dealer 
Combe!l Hardware and Supply 
Co 

This is the same Combel’s that 
was selected later by a large man- 
ufacturer as the small town deale1 
to launch and test its then new 
“Try It and Buy It” small appli- 
ance advertising and merchandis- 
15-day free 
company’ 


ing program, with a 
trial of any of that 
in the store. Gear- 


ing the campaign to its well o1 


small appliance 


ganized newspaper and radio ad- 
vertising program, and diplomat- 
ically establishing credit references 
on those customers the store did 
already as active ac- 
ved the effec- 
campaign for the 


not have 
counts, Combel’s pre 
tiveness of the 
typical small town by selling 
$3800 worth of small appliances in 
one week with as few as five re 

turn 
For Biloxi, in spite of the thou- 
ands of visitors that pour through 
it all vear around, still falls into 
the small town classificatior with 
a permanent home-owning, job- 
holding population that just re- 
cently topped 45,000 and with the 
ority of its busine establish 
within 10 
thor 


ment concentr: 
blocks on its n 
oughfare 

It is obviou 
this 10 blocks of ol from the 
remodeled to those till 
of 50 


most 


‘along 


newly 
wearing the architecture 

of Biloxi’ 
aggressive retail concerns is Com- 
bel’s Hardware and Supply Co 
Within the last six vears and with- 
in the first seven and 
blocks. Combel’s has moved from 
location and established 


years ago, that one 


busiest 


a former! 
two separate and complete new 
modern stores with a combined 
window display frontage of ove! 
120 feet. Although Combel’s will 
celebrate the 60th anniversary of 
the firm name this year, it pro- 
motes its stores and products like 
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By Ray M. Thompson 


One particularly successful pro- 
motion was the “Bombing of Bi- 
loxi.” Numerous porticipants 
came in with the Lucky Number 
Bombs. Below, U. S$. Joachim, 
founder, holds golden hammer 
awarded him for 50 years’ serv- 
ice in hardwere field. Sons ore 
Mark, left, and Harry 


We eh 7 

- Wb 

it had just opened the day before N /’ Y | / 

yesterday lal i 
Titular head of the firm is U.S — Ay Ht 

Joachim. When World War I ended * \j 

Joachim bought out the then al- : - ei (2a 

ready 20 year old firm of Combel's ce : 

Hardware in Biloxi, retained the j ee ‘ey ay 


name, built the business, bought 
out several other firm in the 
meantime, and when World Wat 
II ended turned over the active 
management to his two sons, Mark 
and Harry Joachim His two w\ 
daughters, Mrs. Clare Maddox and a 
Mrs. Marylyn Janca, are now in- 
active partners in the firm 
With Mark functioning as office 
advertising, and credit manage! 
and Harry as sales manager, these 
two operating partners have 
chronized their 20-employee end 
two-store organization into a yea! 
‘round program of planned pr chim states, “every « 
motions taking advantage of ployees receives all the 
every advertising and merchandi trade publications at 
ing assistance and opportunity It is just as necessary 
that fits their stores’ product force, the office 
Jelieve t or not,” Harry Joa livery truck driv 


FREE 80° 


YOUR CHOICE WITH THE PURCHASE OF A NEW 


FRIGIDAIRE 


AUTOMATIC OR REFRIGERATOR 
WASHER ; =) 











Nite Detrosting 
Sheer Look Sryiing 
Lerge Copecity Fre 
Mee? — 








Le eee ental nts pats ~~ 


Ads are run in the newspapers at least twice a week; in special promotions, they may be scheduled to run every day 
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The modern appearance of Combe! Hardware and Supply Co. is in sharp contrast 
with the old architecture of the upper half of the building. After 57 years in 
another location, Combel's moved to this remodeled location in January 1956 


leans, only two hours drive from 
Biloxi. 

“Recently a manufacturer put on 
an insecticide sales demonstration 
at a local restaurant which all of 
our employees attended. The trade 
publications and the various sales 
schools and demonstrations not on- 
ly keep them informed and en- 
thused, but make them realize that 
work at the store is not merely a 
job, but a constant competitive 
challenge. We keep our delivery 
truck drivers neatly and smartly 
uniformed—not only as a means of 
carrying Combel’s prestige into the 
homes of our customers, but as a 
matter of personal morale for the 
driver himself.” 


Consistent Advertising 


The other partner, Mark Joa- 
chim, can pick out the date and 
tear sheet of every newspaper ad 
they have run for years past. They 
are all filed in cumulative scrap- 
books, from the double truck news- 
paper ads that always announce 
their successful spring and fall 
warehouse sales to the teaser ads 
that frequently precede special 
campaigns. Mark suggests that 
dealers who use warehouse sales 
will find that the use of a map in 
ads will result in more traffic. 

“With us,” Mark said, “consistent 
advertising is as much a necessary 
and regular part of our business 
as opening the door in the morn- 
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ing. Actually the two functions de- 
pend upon each other. The custom- 
ers can’t come in until we open 
the door, and we can’t keep open- 
ing the door unless they continue 
to come in, which is why we neve! 
stop advertising. We annually 
spend between two and three per- 
cent of our gross sales which aver- 
ages over a thousand dollars a 
month all year-’round, with the 
greater amount being spent on 
special campaigns, of course. But 
we are always in the newspape! 
with an ad at least twice a week 

“In special promotions we are 
frequently in every day, introduc- 
ing our program through large 
space, tapering off with small space 
in the middle of the week and com- 
ing back on Thursdays and Fridays 
with large space again. We also are 
advertising .on our two leading 
radio stations with at least 10 spots 
a day plugging price items or spe- 
cial promotions 

“Because we are consistent and 
continuous with our advertising 
program, and because we ask for 
it, manufacturers and distributors 
occasionaliy pay the entire cost of 
our advertising space. This is a 
phase of manufacturer and distrib- 
utor cooperation not enouch small 
town hardware and appliance deal- 
ers take advantage of 
cause they don’t do enough consist- 
ent advertising to think about it o1 
deserve it.” 

Many of 


mostlv be- 


Combel’s advertising 


; 


promotions, however, are its own 
ideas or adaptions. Recently the 
store’s “Bombing of Biloxi” was a 
sensational and successful cam- 
paign. It was preceded by news- 
paper ads and radio spots that an- 
nounced that Lucky Number! 
Bombs would be dropped from an 
airplane over the city and vicinity 
amounting to $10,000 worth of 
prizes and gift certificates. A large 
board showing the numbers that 
won prizes wa posted in both 
stores for the finders to check 
against 

The first prize was a two weeks 
Florida vacation; one of the local 
radio stations over which Combel’s 
regularly advertises furnished the 
hotel due bill and Combel’s de- 
frayed the transportation expense 
Second prize was a $75 fur stole 
offered in connection with a local 
department store. There were, of 
course, thousands of certificates 
dropped worth $25 on the purchase 
of a major appliance. Incidentally 
both the bomb-shaped paper cou- 
pons having the winning numbers 
for first and second prize were 
quickly found and redeemed. Those 
winning numbers not found were 
made part of a final drawing at the 
end of the week for customers who 
had registered during the week fo: 
eligibility for all unclaimed priz« 


Successful Promotions 


One of Combel’s regular pre 
Christmas very successful promo- 
tions is the newspaper advertis- 
ing offer of $80 worth of toys fre 
with the purchase of an automatic 
washer or refrigerator, with cheap 
er models having proportionate a- 
mounts of free toys down to $40 
Another 
any time of the year wa 
$60 worth of 
worked out in cooperation with a 
local department store, with the 
purchase of a TV set, the set to be 
on display both in the department 
tore and Combel’s both stores 
Another successful promotion 

featuring in regular ads such out- 
of-the-line items as a $49.95 wrist 
watch with the purchase of an au- 
tomatic washer. Another consistent 
puller is to include in the regular 


uccessful promotion fo1 
Combel’ 


ladies apparel, 


merchandise ads special priced 
tems which always are needed, 
such as garbage cans at $2.88; o1 
6-foot stepladders, $4.50; or ga 
heaters at a discount price in the 
cool season 

(Continued on page 52) 
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Dealer's formula for major profits: 


Power Mowers -- Promoted! 


y OUR LAWN CuT Free! Sit back By Sophie W. Ellis Brumbelow and |! t tine 
and watch us demonstrate the Accessories and allied lin 
Power Lawn Mower you want 

right now on your lawn highway, near the edge of town a 


moted with them, also add tl 


nds of dollar 


That message comes from the ee a mass display of power mow- 
quarter-page newspaper advertise- ers out front, flanked by lawn and 
ment of Brumbelow Bro Hard- garden tools, a 

& Furn ture, Benton, Al Line outdoor exert ‘ 

nsa that children want v 


dbarpvec 


The same message is repeated in a large, smooth lawn 
radio spot announcements. People Lawn mowers respor 


passing the streamlined store, set profitably to the 
+ +} 


back of a parking area on the tion given 





f 


int 


a 


John Brumbelow arranges a mass 
display of lawn mowers which he 
regards as effective in boosting 
sales. A large parking crea en- 
ables customers to stop right in 
front to examine more closely the 
mowers, garden and patio sup- 
plies displayed there. Ads, often 
carrying the message of “Your 
Lawn Cut Free,” ore run each 
week ond give impetus to sales 
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Lawn mowers bring much extra traffic into the store and here impressive displays 
of garden hose, garden tools, and other supplies await the prospect 


the first green grass appears, and 
carrying through until late fall, 
lawn mowers bring much extra 
traffic into the store. They help to 
sell wheelbarrows, garden tools, 
garden hose, lawn sprinklers, fer- 
tilizer spreaders, fertilizer, trash 
burners, and patio supplies 

Power lawn mowers, insists John 
Brumbelow, make outdoor living 
more enticing. He seldom sells one 
of them without selling several 
other items, even such seemingly 
unrelated items as paint and 
screening. They give the store own- 
ers an opportunity to visit the 
home of the prospects for free dem- 
onstrations, and this, again, offers 
contacts that result in more sales 
of items for the home. 

Not every power lawn mower 
prospects asks for a home demon- 
stration, but the offer does give a 
lively kickoff to promotions, when 
the prospect asks for the demon- 
stration, one of the Brumbelow 
brothers usually gives it. He cuts 
the lawn of the prospect, and al- 
ways induces the home-owner to 
try the unit himself. 

Although power mowers are of- 
fered in four different makes, 
priced at from $69.00 to $139.95, 
the better grades are priced and 
promoted specifically in newspaper 
and radio advertising. About 90 
percent of the customers buy their 
power mower on monthly pay- 
ments, paying $2.00 a week on the 
purchase. Most of these customers 
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are known to the owne! with 
established credit ratings. New 
customers are checked carefully 
through the credit bureau 

Hand mowers figure in some of 
the power lawn mower sales be- 
cause of the trade-in offer that is 
featured. A trade-in allowance of 
$10 is offered on hand mowers 
when the better power mowers are 


bought. Even the cheaper models 
are bought with an old hand mow- 
er as down payment. But on these 
lower price models, the trade-in 
deal must be more cautious. The 
old hand mower must be in good 
condition, so that it can be offered 
for resale after sharpening, adjust- 
ing, and painting. 

Other hand mowers are com- 
pletely reconditioned, new parts 
installed, and painted. Before pow- 
er mowers became a major line, the 
maintained its own lawn 
mower repair shop. Now repairs 
are “farmed out A 
equipped to repair both hand mow- 
ers and power units, does the work 
After the hand mowers have been 
reconditioned, they have a ready 


store 


mechanic, 


sale, at a profit 

For the last two yea! 
mowers also have been accepted 
in trade. These also are recondi- 
tioned and resold. John Brumbe- 
low revealed that the hand mower! 
trade-ins are often more profitable 


old powe I 


because there is less wear on a 
hand mower, and repairs and part 
are less expensive than for powe! 
mowers 

Many new customers for lawn 
mowers buy both the power and 
the hand mower, finding a us¢ 
reconditioned 


fo! 


each. Sometimes the 
hand mower is bought for the son 
of the family, who wishes to make 
extra money during the summer 
Hand mowers and repairs fot 
promoted in 


hand mowers are 


(Continued on page 54) 


Fertilizers, fertilizer spreaders, trash burners, and related items add extra profits 
resulting from the vigorous promotion of lawn mowers 
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They specialize in 


Gift Goods 


By Theron Garvin 


I* GROvES, Texas, where the 
population is 8,000, the Central 
Feed and Hardware Co. sells as 
many giftware items as most stores 
in cities eight and 10 times as 
large 

There are four reasons for the 
substantial volume of gift good 
sold in this small-town store 

One stimulus to sales is the fact 
that the store offers complete priv- 
acy to customers shopping in the 
giftware department. Counters and 
displays are arranged to offer cus- 
tomers complete privacy no matter 
where they shop in the department 
All island displays are six feet 
high and spaced five feet apart to 
allow ample room for leisurely 
inspection 

“We listened to customers tell 
us time and time again how much 


they like to hop at ne 
markets,” Mi: 
owner, explained. “We found the 


Curtis Keith, ce 


big reason for this wasn't the price 
but the ease they 
buying without having sal 
onnel around asking if they 


experienced 


be of service or if there were 
thing else they needed 

We decided then and t! 
try this in the giftware de; 
to see how customers like 
decided to trv a little 
method from that used by 
ermarkets and to make 
to have 


venience with pe! 


for custome! 


added. 

“This is the way we 
When a customer ente! 
and heads toward the 
department, some of the 


h 
“¥~ a 
Pee 


r -, 


After buying a potted plant in the gift 
department, customer thinks next of 
gorden supplies. Mrs. Keith assists him 


try > Call him y name or 
stranger. We in- 
vite the customer to browse and to 
call out if he needs any help. From 


Continued on page 56) 


1 
onnel 


peak if he is a 


Mrs. Curtis Keith, co-owner, offers suggestions to customer as he seeks an appropriate gift item from the colorful array 


- 





Texas Wholesalers Meet 


A= AND ammunition consti- 
tute a big market for hardware 
wholesalers, some of whom are 
neglecting these profit items, and 
sales in the future by at least one 
manufacturer will be to wholesal- 
ers and retailers who improve thei! 
selling technique and push these 
products. 

This was the message from one 
principal speaker for the 62nd an- 
nual convention of the Texas 
Wholesale Hardware Association, 
meeting in Galveston on June 13 
and 14. Traditionally, this conven- 
tion signals a concentration of 
factory and manufacturers repre- 
sentatives—members of the Texas 
Hardware Boosters Club, who hold 
their annual business meeting and 
election of officers as the first 
order of business, but thereafte: 
devote most of their efforts to mass 
entertainment of wholesalers 

Attendance from the _ two 
branches of the industry, includ- 
ing ladies, was in excess of 500 and 
most of those registered heard the 
principal speaker referred to when 
he addressed the one joint meeting 
of the convention. He was Dewey 
Godfrey, who recently assumed the 
title of vice-president in charge of 
sales for the Remington Arms Co 

Only non - industry-connected 
speaker to appear before any of the 
groups was Dennis Ford, of the 
University of Texas. In addressing 
a meeting for wholesalers only, he 
declared that an executive who 
does not restrict his span of con- 
trol to a minimum of three to sev- 
en people will degenerate into a 
supervisor. 

Before hearing this address the 
wholesalers had elected their new 
president, who is A. J. (Jim) Mur- 
ray, vice-president and general 
sales manager, Momsen-Dunne- 
gan-Ryan Co., El Paso. He suc- 
ceeds Carl Johnson, president of 
the Walter Tips Co., of Austin 

New president of the Texas 
Hardware Boosters Club is Hubert 
Groves, Houston, of Fayette R 
Plumb, Inc., who succeeds Clyde 
Holley, Dallas, of Mullins-Holley 
and Associates. 

Godfrey, a native Texan, chart- 
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er member of the Booster club and 
who recently acquired the “charge 
of sales’ portion of his title, told 
the joint meeting of wholesalers 
and Boosters that arms and am- 
munition is the backbone of the 
sporting goods industry 


Larger Market 
The most sign 


t in the last 10 veal 
increase in 


the mark 
continued, “is the 
number of hunters and shoots 

more than 14,000,000 


licenses of record in the 


There were 
hunting 
United States 


there are an ¢ imated 


as of June, 1957 and 
5.000.000 
e. Th 


hooters who have no licer 
make a national market 
proximately 20,000,000 

Digressing from. the 

ure, Godfrey dev 
» market in the 

which he aqaiscu sed 

rith statisti 


He illustrated in non-confiden 
tial statistics, growth of the mai 
ket in Texas by pointing out that 
in 1927, Texans held 114,076 hunt 
ing licenses. By 1957, or 30 yea 
later, there were 412,961 licenses, 
an increase of 298,885. He said 25 
wholesale concern 
Texas are handling ammunition 

“Currently,” he 

more interest in what we 


grocery 
resumed, there 


hooting (shootin 


no license) 


inanimate 
requires 
fore 
‘At our Cuincinnat 

(Southern Whol 
Association jointly with 
Hardware Manufacture! 
tion, April, 1948 

ing good 

of pushing 


and there wi: 


Officers of the wholesalers association are, left to right: Elmo Beard, Tyrrell; 
Howard Weddington, secretary-treasurer; A. J. Murray, Momsen-Dunnegan-Ryan 
Co.; Jack Husbands, Morrow-Thomas Hardware Co., executive committee; Car! 
Johnson, The Walter Tips Co., retiring president and chairman of the executive 
committee; Franklin Fiato, Corpus Christi Hardware Co., executive committee; 
and George Norsworthy, Schoelikopf Co., first vice president. Missing from the 
picture are J. W. Barnes, Waco Hardware Co., second vice president; and R. L. 
Willoughby, National Hardware and Supply Co., executive committee. 
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going to sell to in the future?’ Well, 
of course I can speak only for 
Remington. But I can say we are 
going to sell to the wholesaler 
and retailers who improve their 
selling technique and really want 
to push the sale of arms and am- 
profit items.” 
istant 


munition. They are 
Ford, who is as 
professor of management and as- 
sistant dean of the University of 
Texas college of business adminis- 


Dennis 


tration, was engaged on recom- 
mendations of President Carl 
Johnson, who attended a Ford 
seminar; and Howard Weddington, 
secretary-treasurer for both 
wholesalers and Boosters. Ford has 
spoken for other associations with 
which Weddington is associated 

At the outset, Ford said he would 
“draw a framework for adminis- 
trative action by dealing with prin- 
ciples and concepts of manage- 
ment.’’ He does not pretend to un- 
derstand hardware wholesaling, 
but is a specialist In management 
After setting up his framework, he 
aid 


Areas of Activity 


“These three areas of activity 
(specified for the executive) 
investigation, forecasting and 
planning are enough to encom- 
pass and exhaust the energies of 
any good top executive. It is 
therefore obvious that the admin- 
istrator or executive who does not 
delegate responsibility and keep 
his span of control to a minimum 
(3-7 people), is going to degen- 
erate into a supervisor, a director 
of activities, an instructor of per- 
sons, an organizer of detail and 
routine. This will exhaust him 
mentally and physically and take 
up the time which he should have 
been giving to management, rathe1 
than supervision 

“Some have asked, ‘Where can 
I use a college man in my organi- 
zation?’ 

“It might be well to note that a 
college graduate could be utilized 
in the technical activity of ware- 
house planner. One of the chief 
areas of cost is materials handling 
Most wholesale hardware firms 


Booster Club Officers 


Booster Club officers are, left to right: Frank Jordan, first vice-president; Clyde 

Holley, retiring president and chairman of the advisory board; Hubert Groves, 

president; and Bill Hoofstitier, second vice-president. Not shown is Howard 

Weddington, secretary-treasurer. Executive committeemen are C. A. Goldstrohm; 
Ray H. Young; E. H. Farrar; and R. E. Cox. 


ad 


would do well to employ an 

trial management graduate to be 
responsible to develop a central 
control plan for the entire ware- 
house activity, and to serve the 
warehouse superintendent in 
staff capacity. This is only one ex- 


ample of how an area may be 


functionalized and organized 
to contribute 
ciency of a broad 
ganization.” 

Classifying 
“ “control,” as the result of 
d said that 
if a loss occurs for the year, 
fault is not that of control, but 
the top level plan 

“This is an indication,” he c 
tinued, “of the importance of the 
top administrator doing planning 
rather than directing or super, 
ing. He should remember that 
pervisors can be found quite ea 
ily, but that it is almost impossibl 
to find in an employee, a person 
who can accomplish the true func- 
tion of the administrato1 

Ford spoke to the whol 
from 11 a.m. to 12:30 p.m., 
there was a break for lunch, fol- 
lowed by questions from intrigued 
wholesalers, and discussion, whic! 
continued until 2 p.m 

Before retiring as president of 
the Texas Hardware Boosters Club, 


“direction of activi- 
ties ol 


operating by plan, Fo! 


whnen 
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ju will realize 

membership.’ 

new president 
Anything 


to come 


nembe! 


’ 
a aifl 


ilted from the action of a men 
propo ed to Holley that 
club publish an annual dire« 


whi 
with all members’ photo- 
graphs. He is Gene Dubey of Dal- 
las, representative of O. Ames Co 
sioned Dubey to go 
a result, the first 


Holley commis 
ahead and a 
d rectory = he duled to appeal 
late th yeal 

During 
Booster meeting, President John- 


tne joint wholesaler- 
on of the wholesalers introduced 
Barney Goldthorn, farm equip- 
ment dealer of Alice and president 
of the Texas Hardware and Imple- 
ment Association, and Ray M 
f the 


Souder, executive director o 


association 


33 





Battle s 


“& Goes Modern 


Fixture design puts all merchandise on display 


BATTLE’s hardware store, one of 
the oldest firms in Bradenton, 
Florida, had real cause (for 
celebration in mid-May. The open- 
ing of the company’s new air con- 
ditioned store in downtown Bra- 
denton brought a new spot of com- 
mercial attractiveness to the city. 

The new store is blessed with a 
choice location, an excellent corner 
situated between the city’s largest 
department store and two banks. 
Even so, the decision to move 
ahead in this spot is good evidence 
of the company’s faith in the future 
of Bradenton’s downtown business 
district. 

On the basis of sheer sales ap- 
peal, this store’s a lulu. In other 
words, its general design, lighting, 
and displays leave little to be de- 
sired. Its arrangement assures cus- 
tomers shopping comfort and con- 
venience, while encouraging self- 
service. Sales help is not over- 
looked, however, and is amply pro- 
vided for those customers desiring 
or needing it. 

Specially designed fixtures put 
all merchandise on display. These 
are color styled to show off mer- 
chandise to maximum advantage 
The color scheme is also used 
to completely departmentize the 
store. 

To make shopping easier, all 
merchandise is systematically dis- 
played and logically grouped so as 
to increase sales of related items. 
Every item is priced to give a 
“home and address” for easy re- 
stocking, selling, and ordering, and 
each item also is individually pric- 
ed as a further help to the self- 
service customer. 

The store fixture design, layout, 
and merchandise arrangement was 
handled by the new Dealer Service 

(Continued on page 56) Related merchandise is grouped together and carefully price marked 
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INTERLANDI 


“EVERYTHING HINGES ON HACER /“'' 


C. Hoger & Sons Hinge Mfg. Co. * 139 Victor Street + St. Lowis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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CATALOGS & BULLETINS 


UNUUUUUUANN 


Steel Sandpaper. A new all-steel 
sandpaper, Dragon-Skin, is described 
and illustrated in a two-color catalog 
sheet now available. Photographs and 
line drawings explain how Dragon- 
Skin sands, rasps and shapes woods, 
plastics and soft metals. Text mate- 
rial further describes Dragon-Skin’s 
ability and offers display ideas. Red 
Devil Tools, Box 355, Union, N. J. 

Write in No. Bl on card, Pg. 73 


Hunting Clothes. The 1958 Cumber- 
land Hunting Clothes folder con 
tains illustrations in full color of the 
entire Cumberland line including 
coats, shell and game vests, deer hunt 
ing vests, shooter’s vests, game bags, 
shooter’s sweaters, pants, and caps 
It is printed on 11” x 11” stock with 
a 34%” left margin and is designed to 
act as a jobber catalog sheet plus a 
general circular for dealers and con- 
sumers. The catalog contains suggest- 
ed list prices for the first time. The 
American Pad & Textile Co., So 
Washington St., Greenfield, Ohio. 

Write in No. B2 on card, Pg. 73 


Housewares. A full-line master cat- 
alog of housewares products illus- 
trates and lists each item of merchan- 
dise by order number, sizes, stand- 
ard shipping carton, weight per car- 
ton, and retail price per item. Cov- 
er and interior contents are all in 
full color. The publication is intend- 
ed for dealer use, while shorter ver- 
sions of the catalog which describe 
Rubbermaid merchandise in terms of 
end use, colors, and sizes are offered 
for consumer distribution. Rubber- 
maid, Inc., Wooster, Ohio. 

Write in No. B3 on card, Pg. 73 


Roofing, Plastic Pipe, Fasteners. 
Literature available includes the fol- 
lowing: Bolt and Nut Price Finder, 
form ADV-791 — an indexed price 
chart for quick reference; lists re- 
tail prices on the full line of fasten- 
ers; is printed in two colors and may 
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be hung on the wall. Hex Head Cap 
Screw, form ADV-678—a 4-page fold- 
er describing the screws. ADV-788— 
envelope enclosure on Republic Blue 
Ridge Steel Roofing; ADV-919—en- 
velope enclosure illustrating how to 
apply the roofing. ADV-953—4-page 
folder designed for mailing; describes 
Republic Ternes for roofing and 
weather-sealing. ADV-711 — catalog 
sheet describing Semi-Rigid Kralastic 
Plastic Pipe with suggested applica 
tions. ADV-712 — catalog sheet de 
scribing FE Plastic Pipe for farm and 
home. ADV-784A—catalog sheet de- 
scribing use of Republic Plastic Pipe 
with submersible pumps in both 
shallow and deep wells. ADV-710 
6-page gate-fold folder giving com 
plete details of installing a do-it- 
yourself lawn sprinkler system with 
Plastic Pipe. Republic Steel Corp., 
1441 Republic Bldg., Cleveland 1, 
Ohio 
Write in No. B4 on card, Pg. 73 

Plastic Housewares. A _ full-color 
brochure shows with large, attractive 
illustrations how to display, sell, and 
advertise plastic housewares to ob 
tain greater turnover per year. It ex 
plains how to increase the averagé 
sale 242 times by selling matching 
sets and gives valuable sales tips de- 
veloped by hardware dealers through 
out the country. The Plas-Tex Corp., 
2525 Military Ave., Los Angeles 64, 
Calif. 

Write in No. B5 on card, Pg. 73 


Sportsmen’s Lights. Fishermen’ 
lanterns, searchlights, flasher lant 
erns, headlights, and various cap and 
hand lamps are illustrated and de 
scribed in an available catalog. The 
small catalog of sporting goods items 
has been prepared for retailers and 
lists both retail selling prices and the 
retailer’s cost. Justrite Manufacturing 
Co., 2061 North Southport Ave., Chi- 
cago 14, Ill. 

Write in No. B6 on card, Pg. 73 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 73 


Flexible Store Fixtures. The Chal 
lenger line of 1958 steel and wood 
store fixtures is profusely illustrated 
in a 52-page catalog. Portions of th¢« 
catalog are in full color and several! 
pages depict these completely flex 
ible fixtures fully merchandised in 
stores. M & D Store Fixtures, Inc 
Chicago 3, Il 

Write in No. B7 on card, Pg. 73 


Horse Drawn Implements. Th 
King line of horse drawn implement 
is contained in its catalog Price List 
No. 757. The implements are illu 
trated. The catalog also contains se\ 
eral pages of price listings and dia 
grams of repair parts. King Plow Co 
Atlanta, Ga 

Write in No. B8 on card, Pg. 73 


Industrial Knives. A 52 - pag 
pocket-size Handbook illustrating a 
thousand industrial hand and ma 
chine knives, craftsmen knives and 
fix-up and paint-up tools is off red 
The Handbook illustrates knives that 
are used to cut rubber, plastic, leath 
er, and many other materials. Hyd 
Manufacturing Co., Department “H”, 
Southbridge, Mass 

Write in No. B9 on card, Pg. 73 


Fishing Reels. A colorful, illustrated 
36-page catalog containing descrip 
tions of Penn’s 84 models of reels i 
available to dealers upon request 
Catalog No. 21 includes the “Sea 
Hawk” No. 77 and #349 Master Ma 
riner. It is filled with articles on var 
ious phases of fishing, tips on reel 
care and descriptions of ree] construc 
tion and assembly. The catalog lists 
Penn’s prize catches, and also include 
several pages on Penn's ree] parts and 
accessories Penn Fishing Tackle 
Manufacturing Co., 3028 W. Hunting 
Park Ave., Philadelphia 32, Pa 

Write in No. B10 on card, Pg. 73 


Hardware Assortments. Illustrated 
catalog-price list circulars, featuring 
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THERE'S NO CLOSED 
SEASON ON SHOOTING! 


SELL ALL SUMMER 


MODEL 55 — Sell this all-new single shot as the ideal 
boy's rifle and as a perfect companion for picnic fun 
Packs more features than any other single shot 22 made! 
Automatic recocking, automatic safety, automatic ejection 
through bottom of fore-end. Sells on sight. 


MODEL 77 —Here's an autoloading 22 available in 
either clip or tubular magazine. Grooved receiver for easy 
tip-on scope. Safe, smooth and accurate, the 77 sells to any 
shooter who knows quality when he sees it. Point out the 
quality appearance and Winchester craftsmanship 


MODEL SO — Summer is the ideal time for upland and 

erfowl shooters to get sharp for the approaching season 
Use this angle—buy your new shotgun now and know it 
thoroughly by opening day. Tie in sales of hand traps, clay 
birds and Winchester-Western shot shells 


MODEL 70 —Lead your customers into the wonderful 
sport of varmint shooting with either the Model 70 Varmint 
rifle (shown) or a new Model 70 that will also be a deer 
rifle. Get them started in summer shooting and see your 


sales go up. Sell ammunition too 


@! WINCHESTER 


TRADEMARK 


4 


WINCHESTER-WESTERN DIVISION + OLIN MATHIESON CHEMICAL CORPORATION « NEW HAVEN 4, CONNECTICUT 
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CATALOGS & BULLETINS 


“Select-A-Pak” hardware  assort- 
ments, are available. Each assort- 
ment, made up of cabinet hardware, 
forged iron hardware or shelf hard- 
ware items, is described on a sep- 
arate sheet. Also included are illus- 
trations and information on the free 
“Select-A-Pak” display boards, panels 
and layouts pertaining to the specific 
assortment. Space is allowed for 
wholesaler imprint. Circulars are 8% 
x 11 inches in size and printed in two 
colors. They may be used with 
“Select-A-Pak” Catalog No. 256 which 
contains open stock hardware items. 
National Lock Co., Rockford, III. 
Write in No. B11 on card, Pg. 73 


Garden Hose. A 21-page, full-color 
catalog — showing 15 garden hose 
styles, the lawn-soaker, and two lawn 
sprinkler styles — is available from 
the manufacturer. Swan Rubber Co., 
Bucyrus, Ohio. 

Write in No. B12 on card, Pg. 73 


Camping Furniture. An illustrated, 
fully descriptive catalog of the com- 
pany’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items is available on 
request. Tucker Duck & Rubber Co., 
Fort Smith, Ark. 

Write in No. B13 on card, Pg. 73 


Repair Handles. A chart which de- 
termines the correct repair handle for 
a specific too] and the tools fitted by 
a specific handle is available. It cov- 
ers more than 95 percent of dealer's 
ash repair handle requirements for 
garden, lawn and farm tools, shovels, 
spades and scoops, post hole diggers 
and snow tools. The chart lists orig- 
inal handle and suggests alternates, 
and comprises both True Temper and 
Briar Edge grades. True Temper 
Corp., 1623 Euclid Ave., Cleveland 15, 
Ohio. 

Write in No. B14 on card, Pg. 73 


Gun Data. A handbook with full in- 
formation on the development of 
shotgun chokes, how to use Poly- 
Chokes, picking the right gun, etc., is 
offered without charge to dealers. It 
also contains price list showing deal- 
er net price and retail price on all 
types of gun repairs. Walco Sporting 
Goods Co., P. O. Box 1818, Atlanta, 
Georgia. 

Write in No. B15 on card, Pg. 73 


Screwdriver Roll Kit. A catalog 
page is available in black and white 
which describes and illustrates the 
TK-5 Hold-E-Zee Screwdriver Roll 
Kit. The RT-52 Roll Kit, a special 
electronics kit, is described on the 
page also. Both kits contain five 
screwdrivers. Upson Bros., Inc., Ro- 
chester 14, N. Y. 

Write in No. B16 on card, Pg. 73 
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Pump Selector Chart. A pump se- 
lector chart designed to aid plumbers, 
well drillers, contractors, farmers, 
and other users of fluid-handling 
equipment in choosing the right unit 
for the particular job at hand, is 
contained in a pump data folder. The 
folder gives heads, capacities, hp 
ratings, and other information on a 
variety of pumps. Barnes Manufac- 
turing Co., Mansfield, Ohio. 

Write in No. B17 on card, Pg. 73 


Outdoor Products. Copies of the 
Tapatco Outdoors folder, along with 
complete price information, are avail- 
able to dealers. The folder illustrates 
and describes 16 sleeping bag styles, 
air mattresses, tents, and toboggan 
cushions. The American Pad & Tex 
tile Co., So. Washington St., Green 
field, Ohio 

Write in No. B18 on card, Pg. 73 


Water Pumps. Available to dealers 
is a consolidated 40-page catalog 
showing the complete Rapidayton 
line, including 2- and 3-wire sub 
mersible pumps (for wells 0 to 500 
feet); shallow and deep well jet 
pumps; and shallow and deep well 
reciprocating pumps. Also manual 
and automatic water softeners and 
upright and submersible cellar drain- 
ers. The Tait Manufacturing Co., 500 
Webster St., Dayton 1, Ohio 

Write in No. B19 on card, Pg. 73 


Foot Valves. Bulletin 203, a com 
plete outline of the company’s foot 
valves, with recommended uses, is 
furnished on request. Strataflo Prod 
ucts, Inc., Fort Wayne, Ind 

Write in No. B20 on card, Pg. 73 


Hose and Sprinklers. Colorful cat 
alog sheets covering the 1958 line of 
reinforced and non-reinforced garden 
hose are available. The catalog sheet 
describing the Flexible Sprinkler 
gives a complete description of th 
new reel on which the sprinkler i 
packed. Identification: Catalog #7 
1657 and #7-1557. Supplex Co., Di 
vision of Amerace Corp., 225 North 
Ave . Garwood, N. J 

Write in No. B21 on card, Pg. 73 


Garden Hose. Catalog sheets give 
full information on Biltrite viny! and 
rubber Garden Hose, as wel! as Bilt 
rite Triple-Tube Fiexible Sprinkler 
The sheets are in full color and well 
illustrated. American Biltrite Rubber 
Co., P. O. Box 1071, Boston 3, Mass 

Write in No. B22 on card, Pg. 73 


Mowers and Tillers. Complete lite: 
ature covering the following Mid 
land lines is available: rotary mow 
ers—2%4, 212, 2% hp; rotary tiller 
2% hp with end-drive; super rotary 
tiller mower—3.6 hp; 7 hp Midland 


(Continued from page 36) 


Bull Pup ‘riding tractor mounting 
mower and tiller); Town and Country 
4 hp riding rotary mower; and 4 
and 7 hp tiller-tractors. The Midland 
Co., South Milwaukee, Wis. 

Write in No. B23 on card, Pg. 73 


Water Systems and Sprinklers. A 
brochure giving information on the 
company’s complete line of sprinkler 
and a brochure featuring the Series 
SJ3 water systems, the shallow-well 
Jet Hornet, are available. The fold 
ers are in color, are well illustrated 
and present detailed specifications 
Wayne Home Equipment Co., Inc., 
801 Glasgow Ave., Fort Wayne, Ind 

Write in No. B24 on card, Pg. 73 

Galvanized Ware. The complet 
line of hand-dipped galvanized ware 
farm, industrial, and in 
stitutional use is described in a 20 
page bulletin entitled “Wheeling 
Hand Dipped Ware.” Capacities, di 
mensions, and shipping weights for 
each of the items are included; item 
include pails, buckets, rubbish burn 
ers, coal hods, etc. Wheeling Corru 
gating Co., Wheeling, W. Va 

Write in No. B25 on card, Pg. 73 


for home 


Feather Dusters. A colorful catalog 
showing the company’s complete line 
of turkey and ostrich feather duste 
is available. The dusters come in al 
sizes and styles. They are fully illus 
trated and complete information i 
given on each. The company’s lines of 
brushes and other types of duster 
are contained in the catalog also 
Hoag Duster Co., Monticello, Iowa 

Write in No. B26 on card, Pg. 73 


Fishing Guides. Five pamphlet 
each covering a different fishins 
technique, are available to dealet 
for. customer 
hand-out purposes. The booklets aré¢ 
on bait casting, fly It 


merchandising and 


spinning, sal 
water, and “push-button” fishing. Be 
sides a colorful job of illustrating and 
describing tackle for all these differ 
ent types suthoritative in- 
formation is given on recommende 
reel-rod-line a and how and 
what tackle might best be used unde 
certain angling circumstance Ex 
perts two I World 
Champion Caster Ben Hardesty and 
“Gadabout” Gaddis, well known fly 
fisherman, have helped author the 
booklets. The Shakespeare Co., Kala 
mazoo, Mich 

Write in No. B27 on card, Pg. 73 


‘ mbli« 


whom ar 


Power Tools. The following cata 
logs describing and illustrating the 
company’s complete line of tools are 
available upon request: ET 157, Port 
able Electric Tools; CS 157, Chain 
Saws; AT 1457, Air Tools: and Cl 
1657, Contractor and Industria] Tool 

(Continued on page 40) 
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A 
/\merican \merican 


WOOD SCREWS 


Brass wood screws, 42 sizes of fiat, 
round and oval heads plain finish and nickel-plated 


Steel wood screws, 
47 sizes of fiat, round and oval heads cadmiwm-plated. 


-— oe ee ee ee ee ee ee ee ee ee eee ee ee ee ee ee ee fe ee ee ee ee ee ee ee ee ee ee ee ee 
10 X 3/4 13 
/\merican 


SHEET METAL SCREWS 


Type A Tapping Screws, 
7 popular sizes of pan-head cadmium-plated. 


Stove bolts with nuts, 
22 sizes, flat and round heads cadmwm-ploted 


You get easy handling in handy box 


that holds 10 “Pak-its"’. Labeled for Get Going Now is 
easy selection. 
with American’s Profit “Pak-It” 


American's “Pak-It" is the newest, most profitable idea in 
fastener packaging 

You get the most popular fasteners in 118 sizes (see pic- 
tures above). You get them packed 10 to a box for easy stor- 
age, simpler selection for display on your own peg board 
Each box and package is clearly labeled with type and style of 
fastener. You get modern self-service merchandising 

You get a single-pricing system because each package is the 
same price. No figuring, no guesswork 

Cash in on this profitable merchandising that gives you 
easy display, self-service, higher turnover and profit. Write, 
wire or phone your nearest hardware distributor or the 
American Screw Company, Willimantic, Conn 


The biggest news in fasteners \merican! | 


comes from... =~) 


AMERICAN SCREW CO. + WILLIMANTIC, CONN. 
Chicago, |! Detroit, Michigan 
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Mall Tool Co., Division of Remington 
Arms Co., Inc., Bridgeport 2, Conn. 
Write in No, B28 on card, Pg. 73 


Fishing Tackle. Pflueger’s 1958 
catalog includes all of the company’s 
latest fishing tackle. Top items among 
the new merchandise are the “88” en- 
closed spinning reel and a complete 
new line of 39 glass fishing rods. The 
Enterprise Manufacturing Co., 110 N. 
Union St., Akron 9, Ohio. 

Write in No. B29 on card, Pg. 73 


Marine Wear. Nauti-Togs, a line of 
marine casual wear by Tapatco, are 
described and illustrated in a four- 
page folder offered by the company. 
There are 32 products for men and 
women boating enthusiasts in nauti- 
cal colors of red, white, blue, and 
navy. The American Pad & Textile 
Co., Washington St., Greenfield, Ohio 

Write in No. B30 on card, Pg. 73 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a catalog which con- 
tains much information on display 
assembly and modern store engineer- 
ing. Reeve Co., 9249 East Bermudez 
St., Rivera, Calif. 

Write in No. B31 on card, Pg. 73 


Nails Data. A _ pocket-size hand- 
book containing factual information 
and specifications for Stormguard 
nails is available. The handbook is 
printed in two colors with illustra 
tions and reference data. A two-page 
chart gives specific data on the sizes 
and quantity of nails to use for vari 
ous types of roofing, siding and trim 
as recommended by leading trade as- 
sociations. Manufactured in 85 dif- 
ferent styles and sizes, the Storm- 
guard nails are rendered rust-resist- 
ant by a special double-dipping in 
molten zinc. W. H. Maze Co., 400 
Church Blvd., Peru, Il 

Write in No. B32 on card, Pg. 73 


Building Materials. Entitled “Rey- 
nolds Aluminum Supply Co. Fact 
Folders,” the company is offer- 
ing a series of 19 file folders de- 
signed for every dealer’s filing cab- 
inet. The folders provide a handy 
reference library on major building 
material lines, such as aluminum 
roofing and siding, asphalt products, 
farm and industrial gates, insulation, 
nails, etc. To keep the folders current, 
latest product information will be 
mailed by the company to those deal 
ers using the prepared product refer- 
ence library. Reynolds Aluminum 
Supply Co., P. O. Box 1367, Atlanta 
1, Ga. 

Write in No. B33 on card, Pg. 73 


Fishing Tackle. A complete printed 
and photographic’ description of 
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American Tackle products, including 
161 rods, 62 reels, all types of fishing 
line, tackle box, extensive list of Al 
Foss lures and artificial baits, as well 
as True Temper belt axes and ice 
chisels, is contained in the company 
1958 catalog. Merchandising and dis 
tribution policies are printed inside 
the front cover. American Tackle and 
Equipment Co., A and Somerset Sts., 
Philadelphia 34, Pa. 

Write in No. B34 on card, Pg. 73 


Decorative Hardware. Full color 
20-page No. 214 catalog illustrates full 
line of matched pulls, knobs, hinges, 
and catches by Amerock. Cabinet 
hardware for use in every room in the 
house is shown and _ described 
Amerock Corp., Rockford, II] 

Write in No. B35 on card, Pg. 73 


Tools and Machines. More than 150 
hand tools and electric machines are 
described in a catalog now being of 
fered as Number 23 in the Red Devil 
Library. Included in the 8% x 11 
inch, 80-page, two-color catalog are 
tools for painters, glaziers, and wood- 
workers. Also described are the com- 
pany’s lines of floor and paint condi- 
tioning machines including the FP- 
33 twin brush floor polisher and the 
number 30 paint conditioner. Descrip- 
tions and photos of several tools re 
cently added to the firm’s line are 
included, as well as photos of avail 
able merchandising aids, and illus- 
trated hints on the use of many of 
the tools. Red Devil Tools, Box 355, 
Union, N. J 

Write in No. B36 on card, Pg. 73 


Garden Chemicals. “How to Mak« 
More Profits on Garden Chemicals” 
is the theme of a 16-page sales bro 
chure. It contains suggestions for in 
creasing sales of spray materials and 
describes and illustrates the impor 
tant features of Hayes garden hose 
sprayers. Hayes Spray Gun Co., 98 
N. San Gabriel Blvd., Pasadena 8, 
Calif. 

Write in No, B37 on card, Pg. 73 


Excello Mowers. Catalog pages fea 
turing the 1958 Excello line of power 
mowers are available. The pages are 
in color and contain detailed specifi 
cations and illustrations. Heineke & 
Co., Springfield, Il. 

Write in No, B38 on card, Pg. 73 


Bats and Golf Clubs. Nominal 
quantities of a full-color catalog 
which describes in detail the com- 
pany’s line of baseball, softball, and 
Little League bats are offered to 
dealers. Also available is a four-page 
catalog showing the company’s entire 
golf club line. All woods, irons, put- 
ters, and auxiliary clubs are shown 
in their actual colors and are de- 


(Continued from page 38) 


Hillerich & Bradsby 


scribed briefly 
Co., Inc., 434 Finzer St., 
Ky. 

Write in No. B39 on card, Pg. 73 


Louisville 


Industrial Washers. A complete list 
ing of Joliet washers—dimensions. 
prices, finishes—is contained in a 16 
page catalog along with pages of use 
ful weight and diameter tables, gauge 
tables, and decimal equivalent table: 
In green and black and three-hols 
punched for easy filing, the catalog 
illustrates photographically many of 
the standard and special washer 
available. Sections list size and thick 
ness tables for the various washer 
plus expansion plugs, caster shim: 
and machiney bushings. Carton and 
keg sizes are shown in a section de 
voted to shipping weights and gen 
eral terms of = shipment Joli 
Wrought Washer, Joliet, I 

Write in No. B40 on card, Pg. 73 


; 


Spin-Fishing. The 1958 edition of 
the Airex annual] spin-fishing booklet 
features a brand new story by Jon 
Gnagy, who reports on the new sport 

-spin fishing under water. Contain 
ing 24 pages, the booklet includes a 
complete list of the latest NSFA world 
spin fishing records, many useful 
facts about fresh and salt water spin 
ning, as well as a complete descrip 
tion of the 1958 Airex line, with many 
of the reels shown in full color. Dea! 
ers may obtain free copies for di 
tribution to their customers. Airex 
Corp., 411 Fourth Ave., New York 16 
N. Y 

Write in No. B41 on card, Pg. 73 


Hobby Tools. A catalog is avai 
which illustrates and describ the 
Grifhold line of precision built tool 
for hobbies, graphic arts, offices, and 
crafts. The Griffin Manufacturing Co 
191 Lyndhurst St., Rochester 5, N Y 

Write in No. B42 on card, Pg. 73 

Drapery Hardware. Simplicity of 
illustration and ease of usage, com 
pleteness of product lines and acce 
sories help to make the company’ 
catalog a practical reference on drap 
ery hardware items. The Stanley 
Works, 111 Elm St., New Britain 
Conn 

Write in No. B43 on card, Pg. 73 

Wood Bits. A 24-page wood-boring 
tool catalog, No. 53, is announced 
which provides factual selling and or 
dering information at a glance. All 
Irwin wood bits, specia] packaging 
and point-of-sale displays are shown 
and described. Recommended uses for 
each wood-boring tool, along with 
balanced stock recommendations, are 
included, Other features include spe 
cial sections on the Adapter Shank 

(Continued on page 44) 
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THIS 
LONG-LASTING, FLEXIBLE 
PIPE iS MADE OF 


WEN IE 


POLYETHYLENE 
an Eastman plastic 


Ten te Porvetmyrene 1 the brane same of o hgh Quelity 


Caey te 'netel - Never Corre@ee » Mequiree ce THresene 
WHEN Om Welgrt + Aeeures rrgn Flew » Uneected Oy Freesne 


We IE 


POLYETHYLENE 


an Eastman plastic 


SOUTHERN HARDWARE for July, 1958 


Durable plastic pipe 
carries a tag like this 


This tag identifies pipe made of Tenite Polyethylene. It assures your 
customers a tough, durable pipe that's ideal for carrying water for drink- 
ing, irrigation, animal watering, lawn sprinkling systems—or wherever 
cold water must be brought from one location to another 

Farmers and homeowners like the many advantages of pipe made of 
Tenite Polyethylene. It's light in weight, and hence easy to carry. It's 
flexible, can be curved around obstacles, and therefore requires fewer 
angle fittings. Since it’s available in rolls, long coupling-free runs are 
possible. Where shorter lengths are desired, it can be cut with a knife 
and quickly joined with simple compression fittings. What's more, pipe 
made of Tenite Polyethylene resists weathering, corrosion and electrolyti 
attack, assuring long years of trouble-free service 

Tenite Polyethylene plastic is made by Eastman and supplied to ex 
truders who produce the actual pipe. Eastman advertising is helping t 
tell your customers about Tenite Polyethylene pipe and the tag that 
identifies it. Be sure you stock this pipe and display the tag. For a list of 
extruders, as well as additional information about pipe made of Tenite 
Polyethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of 
Eastman Kodak Company, KINGSPORT, TENNESSEE 


For more information use Handy Return Card, Page 73 





(iss) dealers, here’s something for your 





AMERICAN FENCE 
TENNESEAL V-Drain ROOFING 
AMERICAN BARBED WIRE 


For more information use Handy Return Card, Page 73 SOUTHERN HARDWARE for July, 1958 





customers and something for you... 


Many of your customers could make good use of the free 


Building Plans distributed by TCI. These are detailed blueprints 
showing exactly how to erect several extremely practical farm 
” structures (the list is given below), and they include a complete 


list of needed materials. Wouldn't it be a good idea to place them 
in the hands of likely prospects? And that would be a good time 
to get in a word about the Tenneseal Roofing and other USS 
Steel Products they will need to do their building. Order a few 
sets by checking and mailing the coupon today. Orders will be 


filled as long as the supply lasts 





Signs for your store! 

While you are checking the coupon, order a few TCI Farmer 
signs Both counter easels and window or wall Signs are ay iilable 
During the fall buying season, they will remind your customers 
that you sell the best farm fence and roofing av iilable 


Get the ‘‘Farmers and Ranchers Handbook" imprinted 
with your store name! 

If you sell USS American Fence and Tenneseal V-Drain 
Roofing, we will give you a supply of the popular Farmers and 


Ranchers Handbook imprinted with your store name and address 


It is full of practical information that will help the farmer in his 
business. It also contains a catalog of all the USS Steel Products 
you sell. Just fill in the coupon 


USS, Tenneseal, Ame Ranger, Griptite iTCl 


Each set of building plans includes biuveprints for the following: 

Barn, Cattle Feeding, No. 239; Brooder House, Farm Size, No. 277; Calf Brooder 
Portable Pen, No. 615; Car Port and Utility Room, No. 601; Creep Feeder for 
Calves, No. 618; Curing House, Sweet Potato, No. 341; Dryer, Seed and Gra 
No. 325; Farrowing House, Portable, N 260; Feed Trough, Cattle, No. 614 
Garage, Double, No. 414; Grain B Cylindrical, Galvanized Steel, No. 324 
Laying House, Poultry, No. 270; Machinery Shed and Shop, No. 417; Oxygen and 
Acetylene Cylinder Truck for Shop, No. 610; Range Shelter, Portable Poultry 
No. 276; Shed, Cattle Feeding, No. 630; Stee! Clad Details, No. 0301; Table 
Flame-Cutting, No. 611; Wall Rack for Supplies of Steel, No. 613 


Mr. Dealer! F 
must remember t 


Stee! Products 
Quantity 


Tenneseal V-Dra 
American Fence 
Ranger Barbed Wire 
USS Griptite Staples 


TCI Nails 


USS Poultry Nett 


Advertising Department 
Tennessee Coal & Iron Division 
United States Stee! Corp. 

Box 599, Fairfield, Alabama 


Gentiemen 
Please send me the FREE promot 


Please send me sets of buildir 
Piease send me TCI Farmer « 


Division of ne pag aD 
United States Steel 


nted with my store name and address as fc 
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wood bits, screw drivers, and factory 
scenes showing the manufacturing 
and testing methods employed by the 
company. The Irwin Auger Bit Co 
Wilmington, Ohio 

Write in No. B44 on card, Pg. 73 




















TARE YOUR GLAIN 
IN THE 


"COLD RUSH 


hirt, 


Fishing Rods. Al! 56 models in the 
Actionrod line are illustrated in full 
color in the 1958 catalog. Rod fea 
tures are tabulated for quick, easy 
spotting. Other features are a cross 
reference listing by price, color and 
type groups and rod recommendations 
for every type of fresh water fishing 
Orchard Industries, Inc., Hastings 
Mich. 

Write in No. B45 on card, Pg. 73 





rh 


i 


OT 





“Now, I've gambled a lot and I’ve lost my $ 
ealer. 


learned ond learned Plastic Pipe. A 4-page illustrated 


folder is offered which describes the 
wide variety of uses of three types of 
semi-rigid and rigid plastic pipe. The 
types featured are Kralastic, Buty 
rate, and PVC (polyvinyl chloride) 
Southwestern Plastic Pipe Co., Box 
117, Mineral Wells, Texas 
Write in No. B46 on card, Pg. 73 





But time is a wonderful h ‘+t real well 


, i I've 
But there’s one thing 
7 favor the dealer. 


The odds always 


“| was tryin’ my luck in a game of stud 


ae hae ‘Ve 
the tables in Diamond Li ae 
oan the story got round of a ‘field’ that was found 


Where the profits are tall as the hills 








“Vd been staking my claims all over the world 


In my search for the ‘pot of gold’, 
But was ready again to try oy 
‘It’s the Hanson vein,’ | was to 


Electric Trains. A catalog is avail 
able which gives full information and 
illustrates the company’s line of train 
outfits and accessori« The Lionel 
Corp., 15 East 26 St., New York 10 
N. Y 

Write in No. B47 on card, Pg. 73 


y luck. 














ice lie idle 








ards are all ommeed, d 
th dust; 

The tables are covered wi 

Even men from the farms have apo 

For ‘The Hanson Gold Rush — or bus 


"The c 














Lil’s charms 




















“Well, I've gathered my pile, | struck 4 po 
And I’m known by my friends as ‘The _ A 
But, | was smart, you see, it was aye 
Where the odds always favor the dea 


Fall and Winter Sports. The 1958 
Draper-Maynard Fall and Winter 
Sports Catalog feature football 
basketball, volley ba and boxing 
equipment. In two-color, the catalog 











= 
= 








—— | has large illustratior ind short de 
riptive copy. Draper-Maynard Cs 
Cincinnati 32, Ohio 
Write in No. B48 on card, Pg. 73 
































Plastic Housewares. The Spring 
1958 edition of the Lustro-Ware Cata 
log of over 200 guaranteed plasti 
housewares is available. Fifteen new 
yroduct have been included and 
“I’ve Fallen for the Hanson Line shames these are a 14 qt. refrigerator 
Where the odds always favor the dealer } crisper, a 12 qt. modern oval pail, an 

















8 gal. Refuse-Tainer, a rectangula! 
laundry basket, and three sizes of 
; : boil proof funnels Also new is th 
Cabinet stimulates : ; Lustro-Ware Waste Basket Tree di 


point-of-purchase >> play stand which holds a 46-piece a 


buying of U “Ss sortment of popular sizes of poly 
Ss 


Self-Seller Display 


Ace Taps thylene waste baskets. Illustrated in 
and Dies. color throughout, each product car 
ries descriptive and pecificatior 
copy, colors, etc. Columbus Plasti 
Products, Inc., 1625 West Mound St 
Columbus 23, Ohio 

Write in No. B49 on card, Pg. 73 


Hanson Self-Seller for HENRY L. HANSON COMPANY 


High Speed Jobbers Dyjlls Fishing Equipment. All-new lines 
with controlled inventory 28 UNION STREET eudanall ts > — eee ee 
storage. WORCESTER, MASSACHUSETTS tions, are featured in the company’s 
9 colorful catalog. Among the items 
58 \ described are the Steelheader and 
. Nie MI 7) - Salmon Taper fly lines, color-metered 

GOIEIDIEN VALE WEAR (2885) Platyl acre Sam Mary and the braided 
dacron Snag King. The Line Saver i 
one of the many fishing aids and 
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"Our sales zoomed 48% when we 


switched to a Gambler dechendiat™ 


Says Bill Harbin, 
Versailles, Ind. 


BIGGER PROFITS, easier store management, more 


satisfied customers—that’s the experience of 


Bill Harbin since he switched to a Gambles 
dealership. 

In his first year as a Gambles dealer he 
racked up a whopping 48% increase in sales, 
thanks to Gambles complete program of dealer 
assistance—top-notch merchandising help; effi- 
cient warehousing; ‘‘supermarket’’ ordering 
(with pre-paid delivery right to the store). 

Add to this a dynamic advertising program, 
effective store planning, value-packed merchan- 


woven e rene ete ete ae ate “store 'e 
-"s 


dise selected by experienced buyers, proven 
accounting services plus helpful financial guid- 
ance— and you have the kind of plan that means 
. and independence in 


success .. . security . . 


America’s Home Town Store. 


TAKE THE FIRST STEP now toward a bright 

future as a Gambles dealer. Send for this 

free booklet ‘“‘Planned Success,”’ outlining 

the most successful dealer-assistance plan in 

| the entire retailing industry. No obligation, 

—@ of course. Just write Dept. 58, Gamble- 

Skogmo, Inc., 15 North 8th Street, Minne- 
apolis 3, Minnesota. 


eee DEALERS MAKE MORE MONEY 


SOUTHERN HARDWARE for July, 1958 


For more information use Handy Return Card, Page 73 





7 packaging innovations to be high 

Y A ie D L E Y lighted; the device allows attachment 
of leaders and other terminal tack 

without “knot los Plastic vest 


pocket dispensers for closed-f 


ace -Teel 


spinning lines, and the plastic lure 

LON INSERT FITTINGS | e282": 

and lures, are all fully illustrated and 

described. B. F. Gladding & Co., Inc 
South Otselic, N. Y 


for use with flexible plastic pipe Write in No. B50 on card, Pg. 73 


Pliers. A catalog containing infor 
mation on a wide assortment of 
pliers, hammers, and miscellaneou 
Threads are the maximum diameter tools is available, along with a pric¢ 





INSERT THREAD ADAPTER 
Item NO. 25AN 


of this improved adapter that fits list. The catalog is in color and illus 
wherever there's space for pipe trates the different to Merchandi 


Any wrench fits the multiple flots 


ing helps and sugg ortment 
are described in detail. Champion 
DeArment Too] Co., Meadville, Pa 
sS Improved positive Write in No. B51 on card, Pg. 73 
sealing threads 
Paint Sprayers. Th 
speedy paint sprayer line 
pany is illustrated and de 
“ . available catalog. W. R. Brov 
Generous over-all length < 2699 N. Normand: ‘ 


of shank to allow for * . Il 


full 2” of clamping space Write in No. B52 on card, Pg. 73 


ow wer. 
Shoulder protects threads ntnrignconetang 
power mowel! 
from wrench damage 
heavy duty mode 
sion and fingertiy 
Improved thread guide gives Better flow full descriptior 
immediate engagement characteristics cluded in a catal 
the manufacturer 
pany the catalog 
Co., Selma, Ala 
Write in No. B53 on card, Pg. 73 











These new streamlined fittings are mad 


of Du Pont Zytel® nylon by Yardley in » p - 
ower umps. ( 
accordance with the highest quality : men » 

: of power pump 
standards \ ith Yardk vs tough cor plete detail in a « 
dealers. The various pum} 

a 


rosion-prool nylon fittings that resist re I 
as the line of pump 


id well acc 
sories, are illustrated fully, and in 
is no longer a need to stock metal fittings formation as to correct pun equip 
It's an improved line of fittings that lets ment, water requirement tc., is in 
NYLON 1S ifelticl you reduce inventory cluded. Special catalog covering 
“Submerga” pumps, “CJ”, “SJ”, and 
use “CJM” jet pumps, hand and windmil 


peated impact blows of 42 ft.-lbs.. there 


} 


Yardley insert-type fittings, for 


with flexible polyethylene pipe, are avail pumps and water conditioning equip 
” yee ment may be obtained also. Red 

able in sizes ranging from 14" to 2 Jacket Manufacturing Co., 1051 S 

They are also available in high-impact Rolff St.. Davenport. Iowa 

Write in No. B54 on card, Pg. 73 


INSERT TEE 
Item No. 35AN 


INSERT ELL 

Item No. 36AN sivrene approved by the National Sani 

tation Foundation 208 " ¢ 
Fishing Lures. Complete informa 


INSERT COUPLING * 
lines of lures, accessorie: 


Item No. 24AN tion on its 
and displays is covered in the 

MAIL COUPON FOR MORE INFORMATION sateen Gineae Miasteatel entabes 
Lures are classified according t 
i “— types for easy reference, and infor 


con 


mation on patterns, weights, and 
packing is given for individual lure 
as well as for assortments. Marathon 


Yardley Plastics Co. | 


| 142 Parsons Ave., Columbus 15, Ohio 
Please send complete details about Yardley improved plastic | Bait Co., 840 Henrietta, Wausau, Wi 


Write in No. B55 on card, Pg. 73 


| fittings 


Name 


| Insecticide Sprayers. Descriptive 
literature which illustrates the com 


Company pany’s garden hose-fitting insecticide 
sprayer, together with its other hos« 

: : 
oem nozzles and_ sprinklers, will be 
furnished on request. Gilmour Manu 


City Zone State : 
facturing Co., Somerset, Pa 
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PLASTIC PIPE CONTEST 
J// jf / Mf, A 





\’ \ \\ \ 


YOU MAY WIN A 1968 





“It’s easy! Just 
NAME ME!” 


FOUR 1958 FORD RANCHEROS 





WHO'S ELIGIBLE 
Anyone in the Ur 
pipe of ALATHON 

fron jobbers or distril 
users. This includes ret 
well drillers, et 


HERE'S ALL YOU DO 
4. Detach official entry blar 
rent shipment of pip 
“NAME ME...and you may win 25 manufactured 


a 1958 Ford Ranchero pick-up truck 


oe 


x | 


and a Zenith Transistor Radio! ‘roces mpany, Rey = en ' WINNERS, wit 
Contest closes midnight July 31,1958, 


so hurry hurry hurry!" 


5 ZENITH TRANSISTOR RADIOS will 
be awarded in each region shown on 








map. 








There is a difference in flexible plastic pipe . . . specify quality pipe made of a_aTHON 25 


CONTEST CLOSES JULY 31. 1958 
QU DONT 
a 
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ONE FORD RANCHERO will be awarded 





South Weathers 
Recession Best 


(Continued from page 24) 


that our plants are larger and the 
products are more basic 
ing raw materials through initial 
stages. We have relatively fewer! 
finishing plants. Consequently, 
periodic changes in consumer de- 
mand are dampened somewhat be- 
fore affecting our large processing 
industries. 

Let’s try to look simultaneously 
in two directions—at the big proc- 
essing plants that we now have in 
the South, and at the coming fin- 
plants that will convert 
materials into 


process- 


ishing 
these 
finished products to meet a fast- 
growing consumer demand. We al- 


processed 


ready have an enormous stake in 
the processing industries and an 
equally important potential in the 
finishing plants that are rapidly 
developing. 

Now the picture is changing 
rapidly. Many small new indus 
tries are being established to 
furnish supplies to the older big 
plants, and while the total of con- 
sumer products plants is not yet 


impressive, percentage growth 


enormous. These trends will con- 
tinue at a more rapid pace. 

One outstanding example serves 
to substantiate the above state- 
ments: Electrical machinery and 
equipment 


Major Plants 


General Electric and Westing- 
house have led the parade. There 
are now 22 major G-E plants in 
our area, producing transformers, 
distribution equipment instru- 
ments and_ controls and the 
enormous G-E electrical appliance 
plant at Louisville. The same i 
true of many other large national 
companies 

Another example is the great 
Ford glass plant at Nashville 
Tenn. (yet a small portion of the 
$400 millions spent by Ford alone 
in the Southland since World Wa: 
IT.) 

Other automotive manufactu! 

ig units in being or planned in- 
clude the 1,300,000-square-foot 
Chrysler Corp. plant in St. Loui 
Mo., recently announced by Execu 
tive Vice-President W. C. New 
bers 

In discussing selection of St 
Louis, Newberg said that the site 


was “close to the heart of a rapidly 
expanding automobile market in 
the South-Central and Southwest 
areas of the United States.” 

General Motors Corp. has been 
active, too, with such projects as 
the tremendous Buick, Oldsmobile, 
Pontiac assembly plant close to At 
lanta, Ga., and plans to approxi- 
mately double the Atlanta Chevro- 
let plant by adding 385,000 square 
feet of factory space 

However, industry 
small is dependent on 
which today means the production 
transmission and distribution of 
To meet the de 
mands originating in manufactu! 
ing plants, home tores, ware 
houses and office Southern utili 
ties are expanding at a much fasts 
pace than elsewhere 

In just 10 years fol 
War II, the seven 
tates have advanced f: 


’ 
large and 
power, 


electrical energy 


fourth largest producer of electri 


energy regionally in the nation to 
the No 2 positior act rd ng to the 
U. S. Department of Commerce 

In 1957, 108.4 billion kilowatt 
hours of electric energy were pro 
juced in the seven sti y utili 


ties and indust! rr more than 





NEW! LOW PRICE LANGLEY SUPER SPINREEL 


HAS LANGLEY’'S 
TWO-POINT SHAFT 
SUSPENSION 

















For more information use Handy Return Card, Page 73 


HAS THE LANGLEY 
DOUBLE-MATIC FEATURES 


1, Automatic anti-reverse 


2. Automatic self-centering 
= 





wee 


For the first time—at a new low 
price—this new economy spinreel 
brings famous Langley features 
within the scope of every budget 
minded sportsman. Model 777, 
finished in a beautiful crackled 
gray and green has fine bal 


ance and increased durability 





ADVERTISED PRICE 


’ 3° 











LANGLEY CORP. DEPT. 14. 310 EUCLID AVE 
SAN oregesoco '2 
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CALIFORNIA 





Not only stronger and thinner... but 


EASIER TO ADJUST 


—_ 





QUICK, POSITIVE ADJUSTMENT 


This cut-away view shows te ’ 
joint Construction with its = 0 
extra generous bearing \\ » 

surface atthe arrow point. \\Y /f 4 
Adjustment is made by 

simply “walking” the rivet 

recess over the bearing 

point with a pumping 

action of the handles. 

Easy, positive, capable 

of heavy loads. 








So easy that after a little practice it can be No. P210 will grip flat, square, hex or round 
objects up to 144". It measures 914" overall and 
is finished in rust-resistant zinc plating 


done with one hand. Yet once adjusted to any 
of its four positions, Crescent’s P210 Utility 
Plier just won't slip under severe loads. Yes, 


here’s a 12 ounce plier that performs like a 
pipe wrench ... is stronger than any other 
Utility plier . . . thinner than any other Utility a ee 
Plier... and retails for only $3.00. ou” 
; or only $ CRESCENT TOOLS — _. 


Crescent is ovr trade-mark, registered in the United Stotes and obrood. for wrenches ond other t by leoding distribut 


CRESCENT TOOL COMPANY, JAMEST 


ts ond ret ers everywhere 


OWN, NEW 
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hours produced in 1947. Last year's 
108.4 billion kw/hr produced in 
the Southeast was exceeded only 
by the 162 billion produced in the 
East North Central states 

The Southeast also led the na- 
tion in rate of increase and the 
West South Central section was 
second in percentage increase. 

Forecasts of nearly all Southern 
and Southwestern utilities indi- 
cate huge construction programs 
during the coming years. The 
Southern Co. forecast shows a con- 
struction program of $500,000,000 
during the years 1958-1960. Since 


1927 the rate of growth in the sys- 
tem companies’ energy require- 
ments has been slightly over eight 
percent a year compounded an- 
nually—equivalent to a doubling 
of the load every nine years 
Generating units to be installed 
during the next three years on the 
Southern Co. system total 1,250,000 
kw. 

The 1958 program totals $155,- 
000,000 for the Southern system 
companies: Alabama Power, Geor- 
gia Power, Gulf Power, Mississippi 
Power and Southern’ Electric 
Generating Co. This is the largest 





Make Friends 


by Recommending 


Gold Medel SEINE TWINE 


Dealer after dealer has built up friendships, 
patronage and profits by doing it. For the Gold Medal 
Seine Twines are the favorites of fishermen 
everywhere. They are the greater value products 

of America’s largest and most experienced 
manufacturer of fish netting and seine twines. 


e GOLD MEDAL COTTON SEINE TWINE... for generations 
the most popular! 


e GOLD MEDAL CONTINUOUS FILAMENT NYLON SEINE 
TWINE...the finest Nylon twine! 
e AND NOW NYAK SEINE TWINE... gives the chief advan- 
tages of Nylon at a saving! 
ORDER FROM YOUR JOBBER 


THE LINEN THREAD C0, INC. 


418 GRAND STREET + PATERSON 12, N. J. 
Makers of Quality Twine Since 1784 


New York . 
Boston . 
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Chicago « 
St. Louis 


San Francisco 





* Baltimore « Gloucester 


construction program in the his- 
tory of the company 

Typical of expansion in the 
Southwest is a $21,000,000 electric 
power generating expansion pro- 
gram during the next three years 
for Southwestern Gas & Electric 
Co. This includes the addition of 
100,000 kw units at the company’s 
two plants in Northwest Louisiana 

Probably the most dramatic de- 
velopments in Southern power 
generation lie in the field of 
atomics. With operation scheduled 
for April 1960, Industrial Testing 
Reactors, Inc., is constructing a $12 
million nuclear reactor in the 
Wadesboro-Rockingham area of 
North Carolina. It will employ 
about 500 and will attract a large 
complex of industry into the area 

Oak Ridge (Tenn.) National 
Laboratory now ha ix nuclear 
reactors in operation and the Caro- 
linas-Virginia Nuclear Power A 
sociation is building a 17,000 kw 
nuclear plant at Parr Shoals, S. C 
near Columbia. Florida develop 
ments include a proposed 50,000 
kw atomic plant by the East Cen 
tral-Florida West Coast groups 

These developments have moved 
so swiftly in the South that some 
well-informed estimate 
that it will become one of the 
South’s most important industrie 
in the next 10 years 

This is quite a bold prediction 
but one must respect it when the 
recent expansion of atomic indus 
tries in this part of the country 1 
taken into consideration 

With the upsurge of industry 
the growth of trade and the conse 
quent expansion of consumer in 


persons 


comes, there has come a great de 
mand for newer and better hous 
ing. To meet this demand resi 
dential construction has increased 
steadily. In 1957 the South was the 
only region showing an increase 1 
dwelling units started over the 
preceding year. With a total of 
346,300 it exceeded any other re- 
gion and accounted for 33.23% of 
the U. S. total. This not only re 
flects Southern prosperity but by 
an odd twist also adds to it, by in 
creasing the opportunities for com 
merce and employment 

While all the other 
gains are being made, the auto 
motive industry is not idle. True 
franchised car dealers have been 
having a rough time of it through- 
out the nation, but their objective 

particularly the younger one 
with the years ahead to afford it 

are looking to the booming mar- 
ket in the "60s when 1955’s record 
sales year of 9,000,000 cars and 


economk 
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IN FASTENERS SOUTHERN IS... 


repetition 


Here's how Southern Screw’'s repetition means 

a lot to you... . Repetition of finest quality materials 
and weshenanallle Repetition of your customer's 
requests for Gosthers screws and bolts 


Repetition of satisfied customers’ 

visits to your store. Repetition on 

your shelves of calorie time-and 
trouble-saving EZ to C@ labels for 

which Southern is famous. Repetition of the 


reliable Southern Screw name in year-‘round 
ads in top circulated home craft magazines. 


Southern Screw has the repetition (and the repu- 
tation!) to help you sell more quality fasteners . . . 
Now—how about the repetition of “Southern” 

on your next order for fasteners? 


Wood Screws @ Stove Bolts @ Sheet Metal 
Screws @ Drive Screws @ Machine Screws 


& Nuts @ Carriage Bolts Ta ea COMPANY 


Sold Through Leading Wholesale Distributors es 6S 6SnTe eaeelem 


Warehouses: New York @ Chicago @ 
Dallas @ Los Angeles 
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trucks will be topped by 10,000,000 
more units. 

In 1939, total vehicle sales in the 
South amounted to 952,893 units 
and today total registrations are 
over 23,000,000. In most recent 
years annual sales in this area 
have been exceeding 2,000,000. 

The true picture of motor ve- 
hicle usage is revealed by gasoline 
consumption figures which show 
current annual purchases in the 
South to be almost 21 billion gal- 
lons, or nearly 1,000 gallons per 
vehicle. This is 37.1% of the U. S. 
total and this proportion is show- 
ing steady annual increases. 


Away back in 1895, my father, 
the late W. R. C. Smith, Michigan- 
born and -reared, visited the Cot- 
ton States and International Expo- 
sition in Atlanta. He was so im- 
pressed with what he _ termed 
“the nation’s last industrial fron- 
tier” that he returned permanently 
in 1905 to establish our present 
publishing company. 

His dream of the South's future 
has been fulfilled. True, we still 
have our moonlight and magnolias 

our beautiful Southern ladies 
some plantations and an occasional 
mint julep, but those of us who 
have our roots in the soil of Dixie, 





eee 


TURE OF A MAN MAKING $673 


Pee: _ 


PROFIT 


That's right, profit — $673 of it! And he makes it in the first year 


on only one Clarke rug shampoo machine and the wet-dry 


vacuum cleaner that goes with it 


Like dealers everywhere, he's 


discovered the shampoo machine is the hottest thing in rentals 
And it’s plenty hot. By renting the machine only twice a week, 
he averages an extra yearly profit of $673 in rental fees and in- 
come from shampoo and impulse sales. 


You'll enjoy this extra income, too, when you start your Clarke 
rental department. Clarke offers you a complete line of depend 
able floor machines to rent and gives you all the selling aids you 
need — mats, radio scripts, banners, mailers —to promote your 
department and build your profits. Write for details now, 


Clarke SANDING MACHINE COMPANY 


677 E. Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities 
In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 


Floor Polisher Floor Sander 


Wet-Dry Vacuum Cleaner 


Floor Edger Rug Shampoo Machine 


For more information use Handy Return Card, Page 73 





and the many transplanted South- 
erners like my father, can take 
pride in the fact that the tenacity 
and energy which characterized 
our ancestors is still prevalent in 
the great and growing South 


> 


His Store Newspaper 
Brings in Customers 
(Continued from page 25) 


to chatter about the current month, 
what the weather is likely to bring, 
etc. 

For example: “March is the per- 
fect month in this part of the South 
for planting your zinnia and mari- 
gold seed. Come in and look over 
our big selection 

The paper was begun as The 
Florala Hardware News. The first 
issue sponsored a “name-our-pa- 
per” contest which attracted atten- 
tion and resulted in its tab, “Tab.” 

All work on “Tab” is done at 
the Smead home after store hours 
Mrs. Smead first types a mock 
copy, edits it down to bulletin size, 
and then cuts stencils. Smead op- 
erates the mimeograph, while his 
two children, Freddy and Kristina 
assist with the folding and ad- 
dressing 

At first, the addressing was done 
by hand. Now, Mrs. Smead types 
names and addresses on sheets of 
perforated gummed-paper, 33 add- 
resses to a page. A three-month 
supply of addresses is prepared at 
once by making two carbon copies 

The Smeads are well pleased 
with the results of “Tab” and plan 
to increase its circulation as rapid- 


ly as possible 


* 


Bombing with Promotion 
in Profit Campaign 


(Continued from page 28) 


classified newspaper advertise- 
ments. These advertisements offe1 
reconditioned hand mowers for 
sale, which are shown in a special 
rear section of the store 

One display advertisement is used 
each week in the local newspaper, 
measuring from about eicht inches, 
over two columns, to a full page 
Starting about the middle of Feb- 
ruary, power lawn mowers are in- 
cluded in this weekly advertising, 
and featured more prominently a 
the growing season progresses 
From May until September, more 
space is given to them, with a fre- 
quent offer of free lawn cutting to 
demonstrate the power mower 

Manufacturers’ pamphlets on 
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Join the more than 40,000 buyers who annually attend the National 
Hardware Show. For here is your complete national showcase for hardware, housewares 
and allied items . . . lawn, garden and outdoor living products. See thousands of 
new items, new packages, new promotions and new ideas for profit shown for the first 
time on more than 300,000 sq. ft. of floor space. 


The National Hardware Show is your once-a-year opportunity to see, feel and compare 
the offerings of over 1,000 leading manufacturers. Don't miss the most complete and 
diversified trade show in America. Fill out and return the registration coupon today. 
Your admission badge, which will admit you without further 
registration, will be mailed to you. 


wwe mess a ssc esas PSs ee ee ee 
| NATIONAL HARDWARE SHOW 
please fill out coupon and mail » 1 Suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 


(Please Print) 


NAME TITLE 


NATIONAL FIRM 


| 

i 

i 

| 

! 

FIR! | 
STREET I 
! 

! 

! 

! 

! 

! 

i 











H A R D W A R E 's H e i. ete RISKS _ STATE 


Please check below the classification of your business. 














; g ; [] Wholesaler |] Retoiler |} Dept. & Chain Store Buye 
Executive Offices: 331 Madison Avenue 4 ena — p> oad 


New York 17, N.Y. @ MUrray Hill 2-4802 


(_] Importer-Exporter ] Mfgrs! Agent ] Monufacturer [] Other 
|_} Please send us your hotel reservation blank. 


1 Minors under 18 yrs. of age will not be admitted under any circumstances. 
u 


IF 
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power 
envelope 
statements. 


lawn mower 


used as 
outgoing 


lawn mowers 
stuffers 


are 
for 


To provide plenty of space for 


lawn mower promotion, and to let 
other lines benefit from their sale, 
the store was rearranged. 


Power lawn mowers offer rather 


spectacular display for the front of 
the 
About February 1, two models are 
brought out to the inside front en- 
trance. By March 1, more of them 
go outside, to be shown on 
sidewalk. 


store, the owners believe. 


the 


Since most people buy the power 
on time payments, 


they are routed through the hard- 
ware section, to the back, where 
the payments are made. 

In rearranging the store, a dis- 
play stand that formerly was at the 
front was moved to the back, close 
to the spot where bills are paid 
This stand, filled with watches, 
power razors, and cameras, began 
picking up volume immediately 

The reason, Brumbelow said, is 
that people now have more time 
and more opportunity to look at 
the display, after paying their bill 

He also revealed that many peo- 
ple are brought into the store for 
the first time because of his lawn 





ow! THRU-THE 





Save Money 
Save Space... 


@ No chimney, no duct-work 

e No recessing into wall 

e No room air used for combustion 
e Use on any outside wall 

e Save valuable floor space 

© Room air fresh as springtime 

e@ Manual or thermostat control 


@ 20,000 and 30,000 BTU models 


e Handsome “thin” design; decorator finish 


All Royal Gas Heaters Are Approved By The 
American Gas Association Testing Laboratories 


WRITE TODAY 
For more information 


CHATTANOOGA ROYAL COMPANY 
Chattanooga 6, Tennessee 


For more information use 





-WAL 
>» 


EXHAUST 


GASES 


AN 
OUTSIDE 

AIR FOR 
COMBUSTION 








iN? 


VENTED GAS 
HEATER BY 


«4 


ROYAL 
GAS HEATERS FOR 
EVERY INSTALLATION 








RECESSED WALL HEATERS 


WALL INSERT HEATER 


purchase is 
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mower promotions. 

“They read our advertisement 
offering that lawn-cutting demon- 
stration, hear our radio spot 
nouncements, and see the powe! 
mower display at the front of the 
store. Cars from out of town some- 
times stop and unload prospects for 
us. Rural people and small town 
residents usually have big lawns 
They And 
they like to from the dealer 
who has a assortment and 
who can give a little extra service.” 

That extra service includes pick- 
up and delivery for repairs, which 
is done without charge, even 
though the repairs are not done in 
the store 


an- 


need a power mower 
buy 


wide 


7 


Power Mowers— 
Promoted! 


(Continued from page 30) 


Nor does Combel’s planned pro 
gram of promotion neglect point 
of purchase sales aids. Prominent, 
for instance, in both stores is an 
attractive tool display board, which 
almost the whole gamut 
of small tools, singly and in com- 
bination, for the standard price of 
88 cents. Many a small prospective 
doubled and tripled 
appealing product and 


presents 


with this 
price offer. 

With approximately a 
active credit Combel’s 
makes use of manufacturers’ lit- 
erature to stuff statement envel- 
opes at no extra mailing cost. The 
store frequently imprints the state- 
ments themselves with brand name 
advertising, and frequently send 
direct mail to these active account 
and good prospects 

Combel’s started 
with such a direct mail program 
In a window envelope with the 
appearance of a check inside, Com- 
bel’s sent to an imposing mailing 
list a personalized voucher. This 
established at Combel’s for the per- 
sonal use of that person or mem- 
bers of family, an amount of $100 
credit, against which up to that 
amount they might make purchas- 
es without a down payment 

Even in this period of recession, 
retarded prosperity, busted boom, 
or whatever you want to call it. 
and which many dealers have tried 
to avert by not advertising, Com- 
bel’s is consistently adhering to a 
planned and persistent program of 
advertising. As Mark Joachim 
phrases it, “You may get the busi- 
ness if you promote, but you cer- 
tainly won’t if you don’t.” 


thousand 
accounts, 


out in 1958, 
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“You bet there’s profit in chain! 
Especially when you feature a 
complete chain section stocked < 
with American Chain items! 


. 
Pia: 3 
a 


: 


“New ACCO packaging makes your job easier, too!” 4 | 


Everything about the American Chain line of hardware prod- 
ucts spells profit for you! Right now today .. . American 
offers you the golden opportunity of building a fast-turnover 
chain section stocked with all of the items your customers need 
and want. Only American Chain gives you such a vast variety of 
sizes and types for so many applications. Shown below are a few 
of the many Acco products which can be big profit-makers in 
your store. And to make your selling job easier, all of these 
items now come in compact, colorful pails, packages or cartons 
Each container is brightly labeled for instant identification. 


Specify American when you order these items from your distributor 


TENSO CHAIN 


Light, yet strong. In bright, 
bright zinc and hot galvanized 
finish. 100 ft. in carton— 250, 
900 or 1000 ft. on reel. No. 7 
to 10,0 sizes 


SASH CHAIN SAFETY PLUMBERS’ JACK CHAIN 
For double hung windows and CHAIN— A light flat chain A light weldless chain with 
many other uses where flat in brass or steel. Four sizes 
chain is needed. Runs smooth 2/0 to 2. In 50-ft. (cartons a factor 
ly over pulleys. In cold rolled or 500-ft. (reels ft. cartons or 500 ft. reels 


steel or solid bronze 
CABR 


wide use where strength is not 
In brass or steel. 50 


on - 


OE Oe 


‘€ DOG CHAIN 
ware ee KY Wwe :) AccO makes a 


ELWEL MACHINE 
CHAIN — Twist link ele 

trical welded chain. Also in 
straight link. Bright, bright 
zinc and hot galvanized finish 
No. 5 to 7/0 sizes. 50 and 100 
ft. lengths 


a~ TRON 
al 


os=n 


foes ene xene’ 

Pu 

a 

. 

= —«* 
*o'y eur ne oe * 


TENSO COW TIES 


Ina varied range of styles and 
sizes. Bright finish 


~_ 


PROOF COIL 


For a host of regular uses x 
cept lifting. Open hearth basi 
steel—-self colored Hot gal 
vanized finish 


* 
Pw FREED 
‘ 


7 


TENSO PORCH CHAINS 


Set consists of two Y-typ« 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches 


Contact your American Chain 


distributor for complete informa- 
tion about these items or write 
our York, Pa., office for free Cata- 


log DH-176A and Price List R-957. a 


SOUTHERN HARDWARE for July, 1958 


so 


HANDY CHAIN 
As its name implies, a chain 
of countless uses. El we 
Handy chain is 66-in. long 
has snap on one end, ring or 
the other 


cOLD 


= ) SHUTS 


For joining largé 
chain. Use one size heavier 


sizes of 


than chain size. 3/16 to in 


American Chain Division 
AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: “York and “Braddock, Pa 


variety of dog 
chain both in 
welded and weld 
less styles. Ask 
your distributor 
for information 





>) 


COTTER PINS 


Made from 
round steel wire 


cold drawn half- 
One end ex 

spreading 
Wide selection of sizes 


ASCO 


tended for easy 





Sales Offices: *Atlanta, Boston, “Chicago, *Denver, Detroit 


*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh 
“Indicates Worehoure Stocks “Portland, Ore. “San Francisco 
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Gift Goods 


(Continued from page 31) 


time to time, a store salesman 
passes through the giftware de- 
partment and tries to stop a min- 
ute and show the customer some 
new item that has been added re- 
cently. We make doubly sure not 
to give the customers the impres- 
sion we are trying to sell them 
something. We try to make them 
feel we want them to relax and 
enjoy their browsing. 

“As an added touch, we try to 
always take a free coke to every 
customer who is spending a few 
minutes browsing. We make it a 
point to make them feel at ease 
and under no obligation to buy 
just because we serve them free 
refreshments. During the winter 
we have coffee or hot chocolate. 

“We picked up an idea from the 
seed department that we decided 
to try out in our giftware depart- 
ment, and we have found the re- 
sults excellent. We purchased 500 
packages of flower seeds and start- 
ed passing them out to our gift- 
ware customers every time they 
visited the store, regardless of 
whether they purchased an item 
or not. We now have a box with 


the free seed in the giftware de- 
partment. We try not to be a give- 
away house, but find that a small 
amount can be rewarding. Custom- 
ers compliment us on our little 
extras and a number state that 
they drive as many as 40 miles to 
do their shopping with us 


“Another stimulus to sales is the 


display of at least six potted plants 
in the giftware department. These 
plants are limited to the non- 
blooming type, except during 
Easter and Christmas, and are ones 
that can be kept for many months 
in the home for decoration. 

“It’s amazing how much atten- 
tion a few potted plants can draw 
when they are displayed in with 
your giftware,” Mrs. Keith said 
“Customers remark that it gives 
the displays a live appearance and 
almost every woman is attracted 
to a display that has things grow- 
ing in it. We made a survey for one 
week to see how many women vis- 
iting the store stopped by to look 
at the potted plants. We found 80 
percent did, and that over half of 
them made a purchase in the gift- 
ware department before leaving 
the store. 

“Our sale of the potted plants 
runs about 12 each week, and more 





DEPENDABLE ... 
another way 
of saying 
Rugged Robert 


Every wise customer knows that 
Rugged Robert means DEPENDA- 


BILITY 


superior QUALITY. 


That's because al] Rugged Robert 
products are made of the very finest 
materials under the most exacting 


specifications. 


Thousands of people always ask for 
the Rugged Robert Brand by name. 

Fast-selling Rugged Robert Prod- 
ucts include pliable, galvanized solid 


and twisted clothesline 


high- 


quality swing and well chain, in 
2/0 and No. 3 size, boxed and on 


spools .. 


. and the smart-looking, 


fast-se broom rake. 

All Rugged Robert products are 
perfectly packaged for immediate 
re-shipment. Get your share of this 
“PLUS BUSINESS today! Write or 
call us for YOUR 


supply! 


2713 North 24th St., Birmingham, Ala. 
Member, American Hardware Meanvfactvrers Association 
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than double that during the Easte1 
and Christmas holiday weeks. We 
estimate our profit to run about 
$30 per month. Of course, this 
profit helps our total sales, how- 
ever, the main reason we handle 
them is the interest and business 
it brings our giftware department.” 

Free gift wrapping is considered 
a must at the Central store. They 
find most of their customers ask 
if they can gift wrap before they 
make their purchase 

‘We find gift wrapping can be 
another sales stimulus that need 
not be expensive,” Mrs. Keith ex- 
plained. “‘We have a small wrap- 
ping table with two different col- 
ors of paper and ribbon. We esti 
mate our average package costs us 
less than three cents to wrap and 
10 cents at the very most. We make 
every effort to gift wrap every item 
purchased as a gift and as a result, 
we find our customers come back 
where they get this little extr: 
service.” 

Colorful displays also are con 
sidered important and the stor: 
makes a special effort to display 
bright colored items throughout all 
displays to attract attention. Also 
a wide price range is carried to fit 
every pocketbook 

“We were so pleased with ou! 
increased sales in 1956 that if our 
giftware business increases as 
much in 1957, we plan to build a 
wing on the store as a completely 
separate giftware department,” 
Mrs. Keith stated. “Our little ex- 
tras cost us about $12 each month 
but with the 75 percent increas 
in business we would keep using 
them if they cost us much more 


than that.” 
* 


Battle's Goes Modern 


(Continued from page 34) 


Department of I. W. Phillips & Co 
hardware wholesalers in Tampa 
Fla., under the supervision of Har- 
old R. Anderson, merchandising 
manager 

W. L. Battle, a joint owner in the 
business with his son, James, who 
manages the store, first opened a 
hardware store in Dawson, Geor- 
gia, in 1906. Today, Battle’s can 
appeal to the shopping needs of 
all customers—it has one of the 
largest stocks of housewares, gifts, 
kitchen gadgets, and greeting cards 
in Florida’s Manatee county. And 
its stock of regular hardware lines 
is no less complete 

The store celebrated with a 
three-day “Grand Opening,” May 
19, 20, and 21. 
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DIAMOND” Spring Toggl 


SILENT SIOUX'S THESE Wo exer 


WATER TIMER 
VALVE DIAMOND FEATURES 


shuts off water 


automatically 


Automatic sales for you—with 
this . je 


Guarantee Faster Work, » 
Greater Holding Power 





pi Seti tion 
prov 52. $11.50 ond 
$13.50 reteil. 


EXTRA 
SALES 


+s fine gat FOR YOU 


wets for ever 36 
yeors. Full volume and 


shipping discounts al- “WHIRLWAY” WALL FAN 
lowed. Fer more in os anette 
formation on the com- ives heat ¢ prob- 
plete Silent Slous line, A Wa 
contact your distribe- and refreshing cir in the hot 
fer or write. sticky months. Designed for easy 
installation. 


with 











SILENT SIOUX CORP., 8635 W. College Ave., Orange City, Ia. 








LOOK! Smo-o-o-th Edge 


Patented Feature — Wings butt to- 
gether forming a truss rather than bear- 
ing against the bolt and permit easy 
tightening even under load. 


Wings hold at set angle. A special 
Wright Weldedge Hardware Cloth anti-turning prong on one wing allows 
you to position wings at any horizontal 
or vertical angle and prevents wings 
from turning with bolt during installa- 
tion. Saves time and tempers. 


has strength and rigidity . . . heavy gal- 
vanizing . . . uniform and smooth edge .. . 
unrolls straight and flat. 2x 2,3x3, 4x4 
and 8x 8 mesh. 


Available from jobbers everywhere 


- Your industrial or electrical supply distributor 


G. F. WRIGHT STEEL & WIRE CO. carries a wide range of sizes with choice of 
weneceres. Uassacuesetee various heads and finishes. With a Diamond 
Spring Toggle Bolt — You're sure it’s secure! 
E. L. Hornibrook Co. Lewrence J. Baldwin & Son, : : 
pate: ag 306 Carondelet Bidg Write today for Bulletin No. 7001 
containing full information. 
1237 
“MOND EXPANSION BOLT CO., INC. 
500 North Avenue * Garwood, New Jersey 


Stocking Warehouses: Ationtc, Boston, Chicago, Dolles, Denver, Detroit, 
tos Angeles, New York, Philodeiphic, Pittsburgh, Sen Francisco, Seottle, 
St. Lovis, Washington, D. C. Also, Montreal, Toronto ond Voncouver, Canede. 
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DEALER SALES AIDS 


For more information on these sales 
the free post card on page 73 


aids use 


Screwdriver Display 


The UP-39 Peg Board Assortment 
of standard screwdrivers is offered 
by Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y. The peg board 
display with crystal clear plastic shelf 
is free, and is designed for hanging 
on wall, standing on the counter, or 
the shelf may be hung separately. 
Price and type numbers are printed 
for each item. 


Requiring only 11 inches of space, 
the merchandiser holds 39 drivers, 
nine sizes of the fastest moving num- 
bers. Featuring two types, 31 slotted 
head and eight crosspoint, the assort- 
ment is as follows: six each of UA-2, 
UA-4; five each of UB-4; four each of 
UA-6, UB-7, PA-4, PB-4; three each 
of UB-2, UC-6. Packed one to a car- 
ton. Weight is 7% Ibs.; list price, 
$30.50. 

For refills, all numbers are in open 
stock, packed six per box except 
UA-2, one dozen. 

Screwdrivers feature the patented 


58 


Lok-Blok which is said to prevent 
blade drive through and twisting. For 
more information— 

Write in No. Y1 on card, Pg. 73 


Rope Merchandiser 


Columbian Rope Co., Auburn, N 
Y., is offering a rope merchandise! 
which makes possible the sale of rope 
by the foot. The sell-it-by-foot policy 
applies to all Columbian’s rope %” 
diameter and smaller, and the mer 
chandiser will hold colpacks, coils, 
and reels. It is equipped with a single 
and accurate measuring device and 
cutter 

The merchandiser will take six full 
colpack cartons, two of which may 
be the 100 Ib. size. It will take six full 
reels and if desired, two of the small 
size reels, 25 lb., may be installed in 
each of the side angle spaces 

Columbian also has introduced a 
new display rack for small reels of 
nylon and polyethylene rope of “4”, 
%”, and %” diameter, which can be 
displayed on the top shelf of the mer- 
chandiser. The rack comes, delivered 
at no extra cost, with an order for 


three reels of the purchase! choice 
to stock it. 

Available in 54%” x 44%” x 23! 
the merchandiser can be assembled in 
a few minutes, the manufacturer 
states. It is constructed of heavy 
gauge steel and finished in light grey 
enamel. For more information 

Write in No, Y2 on card, Pg. 73 


De-Liar Display Carton 


Langley Corp., 310 Euclid Ave., 
San Diego 12, Calif., is now boxing its 
Fisherman's De Liar, a weighing and 
measuring device, in a counter sale 
carton. 


Imprinted in black, and 
white on an aluminum foil back 
ground, each display carton holds 12 
small De-Liars, packaged in individ 
ual boxes which feature the same 
color scheme. The larger size Ds 
Liars are boxed six to the carton. The 
carton top folds back to provide an 
easel-type display 

De-Liar Model 208 retails at $2.00 
and measures to 24 inches, weighing 
to eight pounds. Model 228 weighs to 
28 pounds and measures to 42 inches, 


green, 
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prepackaged I 


HANDI-Ro, 


FLY SCREEN 


for quicker, | 
easier sales | ; 


@ pre-cut to 66” lengths; 28”, 32”, | WAND, 
36” widths : ~~PEROL 
@ each 12-roll, self-display carton 

occupies less than one square foot 

of floor space 

@ normally supplied in aluminum; 

also available in galvanized steel 

-+- all prime Gold Strand® screen 

cloths, not short ends 

@ easy-to-follow instructions in 

every Handi-Rol 

@ quick-deliveries available from 
conveniently located warehouses 


Order Handi-Rols from the CFal Sales Office nearest you. 


CFali WICKWIRE 
HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION 


THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo 
Billings * Boise * Butte * Denver * El Paso * Ft. Worth * Houston * Lincoln (Neb.) 
les Angeles * Ocklond * Oklahoma City * Phoenix * Portland * Pueblo 
Solt Loke City * Son Francisco * San Leandro * Seattle * Spokane * Wichita 
WICKWIRE SPENCER STEEL DIVISION—Atlantc * Boston * Buffalo * Chicago 

Detroit * New Orleans * New York * Philedelphio 


5692 





Zs 


— Powerful, and PROFITABLE 


ne Rego 
TWIN CHAMPION 


/ PUMPS FULL CAPACITY AT 40 LBS. PRESSURE 


The Rapidayton Twin is the BIG PROFIT water 
system. Consider the multiple selling advan 
tages: Two stages. Completely packaged 
with horizontal or vertical tanks ranging up 
to 52 gals. Convertible—for depths to 150 
ft. Deluxe quality-built. As for performance 
it loafs along while pumping full capacity at 
40 Ibs. pressure. Add the fact that the Twin 
retails in the same range with most single 
Stage deluxe pumps—and Carries a generous 
trade discount. Built-in profit sell 

ing features include self-priming 
Quad-Volute design and exclusive 
Quick-Connect flange (pat. pend 

ing). Get the story on Rapiday 

ton'’s complete line — and boost 

your profits @rmaccwans 


The Tait Manufacturing Co., Dept. 510, Sayten 1, Ohio 


Established 1908 as Dayton Pump & Mfg. Co 
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JOIN THE 
“can’t lose” 
Flexible Plastic 
Pipe Contest 





»+.you may also win one 
of 4 trucks...in addition 
to one of 100 other prizes in the 
DU PONT PLASTIC PIPE CONTEST! 


Cresline is the proved right flexible plastic pipe. Proved 
Checked for 
Approved 


right by grueling accelerated use tests 


of production. 


through every stage 


by the 


quality 


for drinking water use National Sanitation 
right in Because 
Alathon 25, the 


those who handle Cresline 


Foundation. Guaranteed writing! 


Cresline is made of Du Pont finest 
quality virgin polyethylene, 
are eligible to enter Du Pont's easy contest Entry cards 
are attached to each coil of Cresline Flexi- 

ble Plastic Pipe. Write today for literature 


and name of your Cresline representative. 


Investigate CueAins KL (Kralastic) 


the superior plastic pipe for extra-rugged use! 


-\ bh 


is made from 100% vir- 
The lightest of all semi- 


Cresline KL 
gin Kralastic resin 
rigid or rigid plastic 
for many home and industrial uses includ- 

Write for ing service where 

FREE Because of its 
authoritative 


pipe 


pipes, it is excellent 


water lines 
working permit. 
extra strength, it can be used in many ap- 
plications instead of metal pipe at a sav- 
on installation costs. 


drinking 
pressures 


booklet 
ings of 50% to 75% 
Write for details. 


All Plastic Pipe Is Round, Black and Has 


“HOW TO 
CHOOSE AND 
USE FLEXIBLE 
PLASTIC PIPE" 








a Hole in It... But There Is a Difference! 








CRESCENT PLASTICS, inc. 


Dept. S-8, 955 Diamond Ave. ¢ Evansville, 7, Ind. 


For more information use Handy Return Card, Page 73 59 





ig for $2.50. For more informa 


i— 


Write in No. Y3 on card, Pg. 73 


Molly Corp., Reading, Pa., has 
available for dealers: metal merchan- 
diser #612 containing 600 Molly 
screw anchors and 12 utility plugs; 
cardboard counter display #200 con- 
taining 200 screw anchors, 2-color 
leaflet on screen anchors; 2-color, 

satlet on Hi-Speed Installer; 2-color 

-aflet on utility plugs; 2-color leaf- 

t on Molly Jack Nut; 3-color, 21” 
x 9” window streamer featuring Mol- 
y serew anchors; and newspaper 
mats. For more information— 

Write in No. Y4 on card, Pg. 73 


Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full - color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. A new aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 
products and which features an 
enameled red, white, and blue double 


faced sign is also available. For more 
information— 
Write in No. Y5 on card, Pg. 73 


Langley Corp., 310 Euclid Ave., 
San Diego 12, Calif., is offering a 
17” x 20” display banner free to all 
dealers. Printed in bright green and 
black on a fringed white satin back- 
ground, the banner features the sym- 
bolic Langley sea-lion. Pressure-sen- 
sitive adhesive backing at the top 
permits mounting of the banner to 
the wall behind the reel display. For 
more information— 

Write in No. Y6 on card, Pg. 73 


Plymouth Cordage Co., Plymouth, 
Mass., invites dealers to participate 
in its “Rope Tricks” promotion by 
offering a free “Rope Tricks” Mer- 
chandising Kit. The Kit contains 25 
copies each of illustrated folders on 
“How to Have Fun with Rope”, “How 
to Decorate with Rope”, and “How 
to Use Rope” designed for children, 
ladies, and men respectively, plus a 
wall or counter dispenser rack for 
displaying the folders. A large stream- 
er and set of newspaper mats are also 
included. The kit is available with 
the order of one of Plymouth’s three 
rope merchandising units: The Han- 
dyPak which is a 13-coil unit, cello 
phane wrapped, that comes with a 
free display; the SalesRak which car 





REUABLE 
JUSTRITE 


FAVORITES 
THROUGHOUT 
THE SOUTH / 


POPULAR PRICED, 
BiG VOLUME SELLERS 
THAT RING UP SALES! 


hours. 


ask your local 
distributor or write 
for catalog to 


SSCS SSSSSSSSSSSSEESESESEESEEEEEEEEEESESEESEEEEEESESES 


JUSTRITE 


CARBIDE 
LAMPS 


Famous for generations for reli- 
ability, these carbide lamps give 
bright, white outdoor light at 
low cost. Safe, easy to operate. 
The new cap models burn 4 
Hand models burn 8 
hours, have 
feed. Both styles have highly- 
polished reflectors, 4-inch or 7- 
inch size. 


JUSTRITE 


ELECTRIC HEADLAMPS 


Active men like thiseasy touse, 
rugged, all-weather lamp that ’ 
leaves hands free. Has powerful \ 
focusing beam, wide adjustable i" 
head strap, 4-foot cord, switch 

on headpiece. Used with regular 

6-volt battery. 


automatic water 

No. 2-840 Cap Lamp 
4-inch Reflector 

Suggested Retail $3.70 


No. 1904-2 Headlamp With Bulb Suggested Retail $2.95 


dept. AN 72 MTU a ee 


For more information use Handy Return Card, Page 73 





ries three popular sizes of rope on 
connected spools to sel] in lengths up 
to 200 and 300 feet; and the Rope 
Department, which holds three of 
Plymouth’s 500’ or 1000’ Reddy-Meas- 
ured coils, marked every 10 feet, in 
colorful cartons, and with shelf to 
display Plymouth’s packaged items 
The Rope Department is free with an 
order for three coils and one package 
of HandyPak. For more information— 
Write in No. Y7 on card, Pg. 73 


Supreme Products Corp., 2222 S 
Calumet Ave., Chicago 16, Ill., has 
designed a colorful display, free to 
dealers, for its power drill auxiliary, 
the Versamatic. Included with the 
display are point-of-sale consumer 
leaflets. For more information 

Write in No. Y8 on card, Pg. 73 


Aladdin Laboratories, Inc., 620 So 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers 
Included is a cardboard counter dis 
play, a four-color folder stuffer, a 
window streamer and a dealer's re 
turn order post card for additional 
material. Four - color, self - adhering 
clear acetate, 10” x 24” window post 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Write in No. Y9 on card, Pg. 73 


Plymouth Cordage Co., Plymouth 
Mass., offers dealers a wide range of 
promotional literature, colorful point 
of-sale displays, and several rope dis 
sensers. Literature includes pam 
phiets on use of rope on farms, on 
boats and in industry. Dispensers in 
clude the SalesRak which sells rope 
off the spool in any length up to 300° 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis 
play occupying less than two feet of 
floor space is available for merchan 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Write in No, Y10 on card, Pg. 73 


Columbian Rope Co., Auburn, N 
Y., has available for dealers two new 
rope merchandisers, available 
through wholesalers. The Columbian 
Rope Merchandiser No. 57 holds six 
full reels or six full cartons of rope, 
two of which may be the 100# size; 
will hold either cartons or reels or 
any combination of both. From the 
position of the units on the merchan 
diser, rope is fed through guides to a 
measuring device and a cutter for 
rapid selling. The “Pick-Me-Up” 
Rope Coil Merchandiser holds indi 
vidually wrapped 50 ft. and 100 ft 
coils of 4", 4%”, and %” dia. Manila 
rope. The unit is furnished at no cost 
with an initial order of approximate 
ly 100 lbs. of rope which stocks it 
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All metal and mounted on casters, its 
dimensions are 22” x 22” x 45%” and 
requires less than 4 sq. ft. of floor 2 
space; permits complete self-service. 

Also available for dealers is a stand- 

ard assortment of window display 

material including ship cutouts, 
samples of Manila and sisal fibre, 


folders and pamphlets, and a color mble your OWn 


ful dealer sign. Various counter dis- 


play cartons of jute twines, Mason's te) 
Abe hae a ot in ONE 


line, and Christmas twine are also 


available. For more information 

Write in No. Y11 on card, Pg. 73 e 71Te8 el|° 

Ul & 

The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats © All-steel construction for heavy load 
with a postage pair return order card 
is available upon request. For more 
information 

Write in No, Y12 on card, Pg. 73 ° yeh we Na mae at 


@ Includes base frame and double standards 


Champion DeArment Tool Co.. © 50 sq. ft. of sales space in 18 sq. ft. 
of floor space 


Meadville, Pa., offers dealers a wide 
range of sales aids including imprint © 34” wide x 72” long x 48” high 


book matches, display boards and Fil 
© Low initial cost... pays for itself many 


display rolls, newspaper mats, count 

er signs, decals, envelope stuffers or ~~ a times over in fast, self-service sales 
and counter coats for sales personnel of high-profit items 

oe anaes ee = _— oon SS Self-service Gondolas sell more merchandise ...occupy far less 
which is designed as a permanent ’ 

display. The 26 different pliers are 
fastened on the board which is *4° no special tools or skills. Unit comes complete with easy-to- 
plywood, measuring 24” x 30”. Dis- 4 
play boards 57, 75-A and 87, of the follow instructions —all you supply is shelving. 

same size, are dispensing boards con 


taining selected assortments of the a] = 
complete line of pliers. No charge is C omple lé 


made for the boards when merchan Shure. 

dise is purchased, boards remaining ure Sell Gondola 
company property. Small 4%” pliers pines 

available in five different patterns Includes 7 sturdy perforated board 
are merchandised on 3-color display shelves with hardwood ends and 
board and are also available in a vel 
vet lined fitted case. Advertised as 
Channellocks “Little Champ” pliers 
A counter promotion kit contains ...can be instantly removed. $122.50 

nine of the Heavy Duty Slip Joint 5 or more, $114.00 ec 
pliers—four 6”; three 8"; and two ee 
10” patterns. Each plier is individ 
ually cartoned and all nine pliers are 


packaged in a blue and white on sil- . . , , : , 
ver foil carton. Offered free is the Price it...describe it...sell it...with 


3-color Salesmaker which sells any 
i. REEVE ShureSel’ card holders 


three Channellock pliers of the deal 
er’s choice (plus a place in front for 


the No. 424 Ignition Plier). A self ; 
contained easel and eyelet puts the Reeve card holders are available in 


display to work, on the counter o1 7 different styles for window, counter and 
on the wall. For more information display card use. Attractive bright chrome 

Write in No. Y13 on card, Pg. 73 finish ...a size for every need. Full details 
in new Reeve catalog. 

Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 1 7” 
Drill Display which requires 14 ns FREE! STORE EQUIPMENT CATALOG 
inches of space. A clear cover high- cB Every type of Giaplay item needed in the medern store — tram 
lights the high speed drills which are hae pricing systems to complete display units—fully described and illustrated 
held in supporting holes and serve as Packed ciemn ine eae ee and 
a drill gauge. The size and price are ¢ 
marked and quantities are varied ac 


cording to demand. The cabinet has a “= 4aai3 COMPANY MANUFACTURERS and DISTRIBUTORS 


storage rack for extra stock. An in 
“. > : > 
formation chart is also available. The MAIN OFFICE and PLANT: 9249 East Bermudez St., Pico Rivera, Calif., OXford 2-3725 


Hanson Self-Seller Display Cabinet 
for taps and dies contains initial as REEVE products also availabie in: San Diego, Oakiand, San Francisco, Portiand, Seattle, Phoenix, 
. . San Antonio, Minneapolis 


floor space. Do your own assembly in just one hour...requires 


polished aluminum price strips. 
Shelves automatically lock on brackets 
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Hemmed on all 4 sides with 


reinforced grommets every 
34” to 4’ apart 
triangular patches. Double lock stitched 


seams, individually packaged 


placed in 


Same day shipment from stock 
including 25,000 Tarpaulins 
in 42 popular sizes and 5 


different weights. 


The best Jobber- Distributor 
prices on the market for top 


quality Tarps. 


on all orders of $100 net or 


more anywhere in the U.S.A. 


FULLY GUARANTEED 


to give complete customer 


satisfaction or money back. 


Write for your copy of Hoosier’s 

complete catalog and Jobber-Dis- 

tributor price list now. 

Increase your Sales and Profits With America's 
Fastest Selling Brand 


Hoosier 
TARPAULIN & CANVAS GOODS CO., INC. 


Dept. HT — 1302 West Washington Street 


Indianapolis 6, indi 
Telephone: MElrose 2-9451 


Te: Hoosier Terpauviin & Canvas Goods Co., Inc. 

Dept. HT—?. 0. Box 574 

Indianapolis 6, Indiana 
Please send me Hoosiers complete catalog and Jobber 
Distributor price list so thot | may increase my 
Tarpoulin sales and profits 








FIRM NAME 





STREET ADDRESS 





CITY. 








ATTENTION MR 
- 





62 For more information use Handy Return Card, Page 73 





sortment of taps, dies, screw ex- 
tractors, die stocks and tap wrenches, 
including all popular sizes, and is 
graduated according to normal cus 
tomer demands. The cabinet requires 
counter space 18 inches x 13 inches 
and has space in the back for extra 
stock. For more information 
Write in No. Y14 on card, Pg. 73 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro 
chure and a proof sheet on advertis 
ing mats which are available free of 
charge. A self-mailer on the com 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole 
saler and the dealer alike and is 
available in any quantity upon re 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made availabl 
at a small extra cost. Also at modest 
cost, the company offers three mer 
chandiser and display rack deals for 
shovel and steel goods. For more in 
formation 

Write in No. Y15 on card, Pg. 73 


American Biltrite Rubber Co., P. O 
Box 1071, Boston 3, Mass., provides 
dealers with a group of advertising 
mats for Biltrite Garden Hose and 
Sprinklers. A metal hose shopping 
center rack is offered at a nominal 
cost. Also available is a special three 
piece display, specially easled to stand 
along or mount on a three-section 
pole which is also supplied, to serve 
on counters, in windows or mass dis 
play within the store. For more in 
formation 


Write in No. Y16 on card, Pg. 73 


Scott - Atwater Manufacturing Co., 
2901 East Hennepin Ave Minne 
apolis 13, Minn., in its “Advertising 
and Promotion Dealer Handbook,’ 
all of the sales promotion ma 
terial available to Scott-Atwater 
dealers in 1958. This material in 
formats and ad _ builder 
window streamers which featur 
Scott-Atwater’s 1958 motor: hand 
out stuffers; line folders; four color 
post cards; dealer decals; imprinted 
match books; service uniforms: deal 
er stationery; miniature Scott-At 
water plastic motors; a color bill 
board; a one minute TV film spot an 
nouncement, and a 20-second spot 
announcement; changeable trans 
light displays; wobbler display; and a 
roadside sign. A giant color an 
nouncement display, a parasol fea 
turing a 22 hp motor is one of the 
many signs and display available 
For more information 

Write in No. Y17 on card, Pg. 73 


covers 


cludes 


The Eclipse Lawn Mower Co., 
Prophetstown, IIl., announces that a 
direct mail broadside on Eclipse Wasp 
chain saws is being mailed free in 
quantities up to 500 for dealers or 


dering two or more saws The color 
ful broadside opens up to 34” x 23” 
Dealers wishing to use more than the 
500 free maximum may order addi 
tional copies “in-the-mail” at a cost 
of two cents each. For more infor 
mation 


Write in No. Y18 on card, Pg. 73 


Jackson Manufacturing Co., Harri 
burg, Pa., has available the follow 
ing sales aid 3-fold color circular 
on home and garden equipment lings 
842” x 11” page printed in two colors 
both sides, describing wheelbarrow 
lawn rollers, garden carts, and lawn 
spreaders; 2-column newspaper mat 
featuring Lawn Sprayer and/or 2-in 
1 Spreader-Cart; single-column new 
paper mats illustrating any one olf 
the garden equipment line. For mor 
information 

Write in No, Y19 on card, Pg. 73 


Amerock Corp., Rockford, Ill 
fer colored envelope tuffer l 
trating the full line of cabinet hard 
ware for consume! The folder in 
cludes the full line of pulls, knobs 
window ash 
provided for 


hinges, catches, and 
locks and lifts. Space i 
imprinting. For more 

Write in No, Y20 on card, Pg. 73 


information 


Heineke & Co., Springfield, Il., of 
fers Excello mower dealers a special 
demonstration package featuring~ the 
Model 271, 21” rotary with “Excello 
matic” start-run-stop fingertip con 
trol. With each single purchase of any 
assortment of six power mowers by a 
dealer, the company will ship, freight 
prepaid, one Model 271 at a special 
low price, with a kit of sal aids 
free of charge, consisting of the fol 
lowing: display stand; handle feature 
card; window banner; door banner 
brochure power mowe! 
Book leaf mulchet 


window “Au 


lawn care 
trade-in “Blue 
kit; envelope folder 

thorized Dealer” decal: full line giar 
wall banner master repa 
charts; order blank for dealer 


quest additional quantiti f 


tres oO 


charge, of these sales aids, plus new 
televisior 


paper mats, radio and 
pots. For more information 


Write in No. Y21 on card, Pg. 73 


The Irwin Auger Bit Co., Wilming 
ton, Ohio, offers to dealers free meta! 
display merchandisers with the fol 
lowing assortment No. M-62T con 
tains metal wall merchandiser and 
13 bit assortment of the Irwin Sello 
paked 62T Bit one of ea Size 
4/16” through 16/16”. No. M-88 con 
tains metal wall merchandiser and 20 
bit assortment of the Irwin Sello 
paked Speedbor 88" Wood Bit for 
electric drills, two each of even size 
and one each of odd sizes 4” to 1 
No. 430 contains metal wall merchan 
diser with assortment of 30 amber 
plastic handle screwdriver im the 
five most popular sizes. All display 
have colorful baked enamel finis! 
and fit in a minimum of space. A 
booklet on the selection, use and care 
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of bits, and a variety of envelop er cost for the kit is $13.00, with re er, lioor or in win It is finished 


Stuffers are also available. For more tail price, $19.50. For more informa with soft rose bac} nd and jade 
information tion green trim For n formation 


Write in No. ¥22 on card, Pg. 73 Write in No. Y25 on card, Pg, 73 Write in No. ¥28 d, Pg. 73 


Carolina Washboard Co., Raleigh, Wickwire Brothers, Inc., Cortland Fuller Tool Co., In 2 Webster! 
N. C., offers a colorful display carton N. Y., offers for dealer use a mer Ave... New York 67 offers a 
which contains the following assort- chandising kit containing colorful complete self - servic wdrivel 
ment of Carolina Fishing Floats: 4 posters and folders promoting the department” in the f hang-up 
doz. No. 000, $.90 per doz.; 4 doz. No company line of wire product Ex rack at no cost t let Fuller 
00, $.90 per doz.; 2 doz. No. 0, $1.20 tra posters for windows and folder crewdrivers, individ rded and 
per doz.; 2 doz. No. 1, $1.20 per doz : for counter give-away and enve lope priced, may be hung the rack 
2 doz. No. 2, $1.20 per doz.; 1 doz. No tulfers are avalliabie in addition to for customer convenic!r For mor 
3, $1.50 per doz.—list price is $16.00 ad mats of company product Fo information 
For more information— more information Write in No, ¥29 on card, Pg. 73 

Write in No, Y23 on card, Pg. 73 Write in No. Y26 on card, Pg. 73 

Moore Push-Pin Co.., 25 Berk 

S. G. Taylor Chain Co., Inc., Ham Daisy Manufacturing Co., Dept ley St., Philadelphia 44, | ffers a 
mond, Ind., and Pittsburgh, Pa., of 3837, Plymouth, Mich., has created a counter display stand, | Moore 
fers dealers a chain display stand free dealer promotion package con 720B, which holds 72 “serv« irself 
with long - leverage chain cutter sisting of: a pyramid gur lisplay window packets of Moore 
When holding its maximum seven (cowboy hat size) die-cut to hold any hanger All metal, the re 
reels, it serves as a chain department Daisy and card; a display card for display is 1034” high, with a9 
in itself, occupying k than two the pyramid, and a newspaper adver eter base. For more informati 
square feet of floor space. For mors tising mat. For more information Write in No, Y30 on card, Pg. 73 
information— Write in No. Y27 on card, Pg. 7 

Write in No. Y24 on card, Pg. 73 O. F. Mossberg & Sons, Inc., P. O 

Hanson Scale Co., 1777 | met! Box 1302, New Haven, Conn., make 

Petersen Mfg. Co., Dept. SH-3, De Rd., Northbrook, U1., offers its dealer ailable to dealers 8-page consume! 
Witt, Neb., offers free promotional two scale promoter display stand olders for enclosure with mailings or 
material for its new vise-grip (with Display #D-103 is a wooden stand ou use; a 6-page consumer fold 
easy release), consisting of a “space- free to any dealer who has Hanson el 1 Mossberg’s 4X scopes and it 
saver’’ counter display and window scales, will hold seven sets, and i latest adjustable power scope; 4-page 
banner.” An introductory offer is 18” wide by 14” deep. A bath scale consumer folder on the Covey Hand 
available for one free No. 10R vise sampler of six scales, No. 3580, in Trap; a Mossberg emblem decal for 
grip ‘a $2.45 value) with purchase of cludes without charge a merchan use on door or window; and a Retail 
an eight-tool counter sales kit. Deal diser which can be used on the count Sales Manual for the dealer and hi 


Made to Last... 
$150 RETAIL Priced to Sell! 


en oe eee 








‘ 


CATALOG #R22 ‘ Note the Ames quality built 


into this Ram leaf rake. 
RAM Teeth are woven and locked 

) inside the double frame 
» — automatically secured 


LEAF RAKE under pressure — there to 
~ stay! 

















Sales? Profits? Quality? Price? 


They're all there in the fan shaped R-22 


Ram leaf rake. Locked inside a two-piece 


heavily ribbed double frame are 22 oil 








tempered spring steel teeth. Ram leaf 


rakes fit the market you may have been 
missing. Quality at $1.50 retail. oO. AMES co. 
PARKERSBURG, WEST VIRGINIA 


©. Ames Company also manufactures Ames-Maid metal household furniture and Ames-Aire casual furniture. 
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ules staff. In addition, the company 

ffers free electrotype advertising 

mats, as well as radio and TV com- 
mercials. For more information— 
Write in No. Y31 on card, Pg. 73 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver 
assortment. This Tenite display holds 
a stock of 48—17 types and sizes 

ae to six of a kind. Each driver is 
narked on the display for number 
and price for easy replacement when 
sold. For more information— 

Write in No. Y32 on card, Pg. 73 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
For more information— 

Write in No. Y33 on card, Pg. 73 


Stanley Hardware, Division of the 
Stanley Works, 763 Lake St., New 
Britain, Conn., announces new and 
improved merchandising features for 
its household hardware, including 
packaging, layout guides, and dis- 
plays. Available to dealers is the N2 
pegboard display stand which allows 
vertical or horizontal item arrange- 
ment. Stanley products are now 
visually packed, mounted on yellow 
and black space-saving cards, on the 
back of which carry all customer in- 
formation: item name and number, 
suggested usage, proper application, 
finish, and materials. For more in- 
formation— 

Write in No. Y34 on card, Pg. 73 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 
paper ad mat sheets, publicity re- 
lease, catalog sheet, radio spots, and 
full-size samples of window banner, 
hanger or counter card, and consumer 
folders for Blue Ridge and other Re- 
public farm products. If dealer wants 
ad mats, or sales material in bulk, the 
kit includes a postage-paid order 
card. For more information— 

Write in No. Y35 on card, Pg. 73 


Rain Jet Corp., 6253 Hollywood 
Blvd., Hollywood 28, Calif., has avail- 
able a detailed and fully illustrated 
instruction sheet showing how to 
plan, lay out and install a Rain Jet 
sprinkler system. In addition to in- 


structions, there are templates for 
each of the 12 heads in the line to 
facilitate planning the locations of the 
sprinkler heads on the drawing. Also 
offered to dealers is a 10%” x 14” 
display rack, with an initial balanced 
assortment. The heads are packaged 
individually in color-coded cartons. 
Net to dealer is $42.60 with a 334% 
mark-up. A _ supply of envelope 
stuffers and instruction sheets is in 
cluded with each rack shipment. For 
more information— 
Write in No, Y36 on card, Pg. 73 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter dis 
plays, and special store displays in 
numerous sizes, colors, and materials 
These include a 6-tier wire rack dis- 
play for asbestos siding, rigid model 
boards, etc.; a two-piece metal en- 
trance doorway sign; and a truck 
sign. Also included are a number of 
colorful counter displays. For more 
information— 

Write in No. Y37 on card, Pg. 73 


Nixdorff-Krein Manufacturing Co.., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No. Y38 on card, Pg. 73 


Gale Products, Dept. 517 A, Gales 
burg, Ill., makes available to Bucca 
neer dealers a complete line of mer 
chandising aids. Included are dealer 
signs, display pieces, point of sale 
aids and a complete stock of litera- 
ture on its eight 1958 model Bucca- 
neer motors. For more information 

Write in No. Y39 on card, Pg. 73 


The Moto - Mower Co., Richmond, 
Ind., offers to dealers a 50-50 co-op 
advertising plan (unlimited) in addi- 
tion to a number of other sales helps 
Each preferred dealer is sent a win- 
dow display kit which includes win- 
dow streamers, jumbo display cards, 
wall charts, authorized dealer decals, 
and consumer folders. A lawn care 
folder called “How We Built the Most 
Beautiful Lawn in Town” is made 


available to dealers as a give-away to 
persons who visit the store or as a di 
rect mailing piece Dealers are 
charged $2.00 per 100; $15.00 per 
1,000. For more information— 

Write in No. Y40 on card, Pg. 73 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield 
Ala., offers dealers promotional items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal 
ers is a library of films designed fo1 
showing to farmer, civic, social, and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For mors 
information- 

Write in No. Y41 on card, Pg. 73 


American Tackle and Equipment 
Co., “A” and Somerset Street, Phila 
delphia 34, Pa., is publishing a 
monthly newsletter for fishing tackle 
dealers. The publication is designed 
to give tackle dealers information so 
they can make more profit. The com- 
pany also makes available through 
its salesmen a package of 26 promo 
tion pieces for dealers including na 
tional ad blow-ups; window stream 
ers, banners, and radio-TV spot an 
nouncements. For more informa 
tion 

Write in No. Y42 on card, Pg. 73 


The Edwin H. Fitler Co., Philadel 
phia 24, Pa., offers the following sales 
aids: (1) Octagonal Display and Dis 
penser Boxes for 3/16” dia. up to and 
including %4” dia. sizes both Manila 
and sisal rope, (2) Fitler measured 
rope marked at intervals of 5’. Avail 
able on request in Fitler Octags only 
in sizes “4”, 5/16”, %%”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope 
(4) “Take-Along” coils of Fitler Ma 
nila rope. 50° and 100’ individual coils 
wrapped in polyethylene for self 
service selling from Dispenser Rack 
The rack, on rollers, is furnished free 
when a complete group is ordered 
Delivered in 300 lb. lots ‘order may 
be combined with other Manila rope) 
(5) The No. 57 Rope Merchandiser 
5444” x 4446” x 2344”, will hold six 
full Octags or six full reels of rope or 
a combination of both. Rope feeds 
through guides to a measuring device 
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and cutter. (6) Display Box contain- feature additional home uses for the corrugated sheet. ¢ promotiona! 
ing 50° connected coils of either 4”, rubber shelving. For more informa- aids include $25 fr ertising al 
2/16", 3%”, dia. sizes and 25’ con- tion— lowance for all ne I free di 
nected coils 42” dia. size, Fitler “Sta- Write in No. Y45 on card, Pg. 73 rect mail program custome! 
bilized” filament nylon yacht rope or prospect four annually 
‘7) Display Boxes containing Fitler identification laque tore dis 
yellow polyethylene or Fitler Manila play and plans ers, mo 
water ski tow ropes—six boxes to a biles, consume! t pian 
master shipping carton. To all deal- catalogs. For more ir n 
ers handling Fitler brand Manila Write in No. Y47 on card, Pg, 73 
rope, Fitler will furnish, on request, 
metal signs for counter or wall use 
For more information 

Write in No. Y43 on card, Pg. 73 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on di 
play boards as a permanent mer 
chandising idea. Package merchan Wright-Bernet, Inc., 
disers are offered by the company for Ohio, provides conver 
location in strategic positions. All for its No. 1958, 12” pl 
merchandisers are in bright colors push broom. The bri 

Swan Rubber Co., Bucyrus, Ohio, and polyethylene bags are used to four to a box including 
offers to dealers a wide variety of package many of the products. Fo! packaging is designed 
free retail sales-aid items on its gar more information— pace, repacking, and ¢ 
den hoses, including book matches, Write in No. Y46 on card, Pg. 73 for both the dealer and 
envelope stuffers, “small item” enve The broom itself is bristl 


lopes and pocket protectors. The com- Kaiser Aluminum & Chemica! juoise Berlight plastic 


pany, in addition, has designed the Sales, Inc., 919 N. Michigan Ave., Chi handle lacquered in matc! 
Swan “Merchandiser” metal display cago 11, Ill, makes available to deal quoise. It is designed to li 


stand which, with casters, may be ers work drawings with complet $1.69 per brush, including 
mh aan aes - Bi orserrna then bills of materials on 22 Farm Service 
7 ’ ’ Buildings; also complete plans for a 
formation carport and patio roof. The pocket 
Write in No. Y44 on card, Pg. 73 size Conversion Calculator to speed 
and simplify aluminum roofing cal Rubbermaid, Inc., Wooster, 
Rubbermaid, Inc., Wooster, Ohio culations is offered. It is made of ponsoring a giveaway type 
offers dealers a free dispensing unit heavy cardboard and operates like a tion which enables retailers 
for its shelf and storage area rubber slide rule. One side of the calculator customers the combined gift of a Ds 
coverings, Rubbermaid Shelf-Kush lists computations for corrugated and luxe Plate Scraper and a Deluxe Bot 
ion, which comes in 45’ rolls. Mer five - V - crimp roofing sheet in 26 tle and Jar Scraper 1 regular 6! 
chandising aids for dealers stocking inch widths and in lengths ranging value—with the purchase of eithe1 
the product include window and wall from six to 12 feet. The other side wo popular size Rubbermaid Draine: 
banners, and consumer folders which contains similar data for 48-inch wide Ti ‘he promotion is being backed 


Catalog hneet are avaliat 


more iniormation 


Write in No. Y48 on card, Pg. 73 
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Floor Hinges with Light Springs 


g U ST- X éa | for Full-Length Louver Doors 


The Magical Rust Remover 


Manufacturers Reps.—Distributors— 
Jobbers—HANDLE RUST-X a, 


Unconditionelly Guorenteed to Remove Rust from all Metals 








Hundreds of Rust Removing Uses 
Large and Small Machine Parts, Factory and Home Tools Kitchen 
Appliances, Metal Furniture, Garden Tools, Office Machinery 
Golf Clubs, Fishing Gear, Farm Machinery, Construction Steel 
Aircraft Parts, Marine and Auto Engines 











FOR INFORMATION WRITE 


RUST SALES CORP. 
Temlem! ?. O. Box 44284 Miemi 44, Fleride 
‘Rest ond Mildew Preventive Chemical Products” 

















W. RB. C. Smith Publishing Co. CO New Stock BOMMER 


Department SH-7 
806 Peachtree St., N.E. [) Renewal 
Atlanta 8, Georgia 


4200 « light spring 
x15 x light spring 


Please enter my subscription to SOUTHERN HARDWARE for 3 
years. 


agama : BOMMER 


P. O. Box or SPRING HINGE CO. INC 
Street and No. — , 7 ; - EXECUTIVE OFFICE AND PLANT: LANDRUM, S. C 


————————————— - 


C1) Enclosed find $2.00 (1) Send bill for $2.00 ¥ 
Seles Offices and Weorehouses: ae Chasse ” Ave, Brooklyn, N. Y 
180 acker rive, Chicago 
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up by a complete promotional kit for 
eat one-dozen order. Each kit in- 
les 12 sets of the scrapers, bagged 
and banded for retail display; a four- 
olor wall or window banner for store 
nnouncement of the offer; proofs of 
free advertising mats; an easel dis- 
lay card to be used with the Trays; 
amples of a free consumer statement 
stuffer on the offer; and a letter of 
instructions as to how to get maxi- 
mum sales. For more information— 
Write in No. Y49 on card, Pg. 73 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 


Card, die-cut for holding a Mitchell 
reel and one spool of Platyl; display 
stand for Mitchell reels; an Abu Re- 
flex transparent window streamer; 
an in-store streamer illustrating Six 
Steps to Successful Spin Casting; 
large and small size streamers featur- 
ing Mitchell reels; instruction man 
uals for all reels, with complete parts 
diagrams; and others. Available to 
dealers free in limited quantities is 
the 1958 Garcia Fishing Tackle An- 
nual which sells to customers for 25¢ 
The Annual consists of 84 pages illus 
trated in full color and is filled with 
articles, tips, and stories written by 
top writers. For more information 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 20” 
and 23” deluxe Foley mowers, as a 
promotional aid to dealers. A cus 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re 
place the used mower whenever re 
quested. A window streamer and ad 
vertising mats also are available. In 
its advertising program, a two-col 
umn six-inch mat will be run free in 
any dealer's local paper if that dealer 
will purchase three deluxe model 
models) 


mowers ‘excluding Tartan 
In metropolitan areas the dealers will 
be listed, free, on a big dealer listing 
ad. Under the co-op ad plan, after the 
first ad is run free, the company will 
then cooperate on a 50-50 basis with 
dealers on their future Foley mower! 
newspaper advertising when using its 
standard ad mats. For more informa 


wide assortment of sales aids, includ- Write in No. Y50 on card, Pg. 73 
ing a retailer consultant service and 
assistance from fishing experts who 
set up in-store demonstrations and 
lectures. A library of 16mm sound- 
color films covering various fishing 
subjects are lent free to dealers, 
clubs, schools, and other organiza- 
tions upon dealers’ requests to Gar- See page 38 
cia representatives. Merchandising tion 

aids include the Mitchell Counter Write in No. Y51 on card, Pg. 73 





For information on 


CATALOGS & BULLETINS 














the most 
successfully promoted 


products Ne 
in the world... Cl’ e 
MOUL 


UTILITY 





RUBBER 
POPPET 


p CLOG-PROOF 
STRAINER 


VALVES 


EIGHT SIZES... 
many leading pump 
manufacturers use Strataflo 
as original equipment. 





At a touch ex 
clusive miracle 
mesh links change 
shape instantly 
Used daily as « 
salad and vege 
table washer 
blancher, colan 
der, trivet, fruit 
and flower holder 


, ° ’ Oe , 
Won’t Stick...Don’t Leak ve. 
in tremendous 
Strataflo Foot and Check Valves end leakage troubles, Se 
save wear and tear on pumps and save their cost in serv- ket! 
ice calls. Strainer won’t clog or corrode. They are ideal 
for jet-type pumps. Write for Bulletin 203. $1 49 

vp 

STRATAFLO PRODUCTS, INC. note 


FORT WAYNE, INDIANA 


NO SPRINGS 





High quality steel, double 
hot tin dipped for lasting 
protection 


Attractive selling display 
packed in ea. doz. Wt.7 Ibs 


Order from your jobber to 
or write for catalog 
complete line 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 








MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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NEW PRODUCTS 


For more information on these new products 
use the return free post card on page 73 


Utility Can 


A new five gallon, all-purpose 
utility can, the Colonel's Pride is 
currently being offered to the trade 
by the Reid H. Cox Co., 710 Peach- 
tree St., N.E., Atlanta, Ga 


Bas- 


The utility can comes lithographed 
in red, white, and black, and will re- 
tail for approximately $2.19. For 
more information 

Write in No. 735 on card, Pg. 73 


Cake Pan Set 


A three-piece set that makes seven 
different cake shapes is offered by 
Masonware Co., Dexter Rd., East 
Providence, R. I. The set includes 
three pans—8” x 8” x 2”,9" x 9” x 2”, 
13” x 9” x 2”—all of seamless con- 


struction for easy cleaning 

The pans are made of heav) 
tinplate and are packaged in 
ful polyethylene bag. Ths 
shapes are illustrated with 
for each printed on the 





Now ... Nails in 50 Colors 


A full line of colored nails to 
match all types of modern siding 
and interior wallboards has been 
announced by W. H. Mare Co., 
Peru, iil. 

Eleven stock colors are of- 
fered: white, grey, blue, light 
green, dark green, coral, red, tan, 
light grown, dark brown and 
black. Forty non-stock colors are 
also available. When driven into 
siding and walibiard, Maze Col- 
cred Nails are practically in- 
visible .. . threaded shanks pro- 
vide tremendous holding power 
and reduce nail popping. 

All siding nails are STORM- 
GUARD treated — strong steel 
nails double-dipped in molten 
zinc (type of hot-dipped zinc 
coated nails required by F. H. 
A.). Free colored samples are 
available from the company. For 
more information— 

Write in No. 736 on card, Pg. 73 
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2 lbs. Suggested retail 


Packed six sets to a master carto! 
] 
| 
’ 


e is $1.29. For more information 
Write in No. 737 on card, Pg. 73 


p! 


Farm and Truck Tarps 


H. Wenzel Tent & Duck Co., 2201 

uth Hanley Rd., St. Louis 17, Me 
announces the marketing of a co 
pletely new kind of tarpaulin. On 
the patented rope-in-hem feature of 
Eagle Farm Tarps and Eagle Truck 


Tarps remains, everything else from 


stronger canvas to a double treatment 
process of resin and vinyl plus alum 
inum is new, according to the com 
pany 

With the double treatment process 
the tarps are metallic, and are more 
water and rot resistant. For more in 
formation 


Write in No. 738 on card, Pg. 73 
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~ 
= aturdey Evening Post, Better 
Homes and Gardens, American 
Home, Sunset, Mill & Factory, 
Purchasing; these are but a few 
of the magazines that carry Toila- 
flex ads the entire year round. 

A small stock of Toilaflex will en- 
able you to enjoy the easy, profit- 
able sales that these ads create. 


ei) 15> ¢ 
Toilet QIU Plunger 


The Plunger They 
Ask for By Name 


By the makers of 
Water Master tank bolls. 





“FOR 
IMMEDIATE 


DELIVERY!” 


OF NEW YORK 





WIRE PHONE 
NEWARK 365° WRITE ® wo 6.0600 


ATLAS SCREW & SPECIALTY CO., INC. 
450 BROOME STREET, NEW YORK 13, N. Y. 
PLANT: MIAMI, FLA. PHONE: NE 58-2597 
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Water Cooler 


The Schlueter Manufacturing Co., 
St. Louis, Mo., is manufacturing a 
hot dipped galvanized water cooler 
which the company claims is com- 
pletely sanitary. The interior of the 
Arctic Boy Cooler is dipped in molten 
zinc after it is formed, sealing all 
seams to make it rust and leak proof. 
The coolers are lined with “Spark- 
leen” plastic which keeps the coole: 
interior clean, odor and taste free. 


“ees ARCTIC, BOY = 


Heavy duty and stainless steel 
models are furnished with styro foam 
insulation, paper cup dispenser lugs, 
and a heavy steel bottom band for 
extra support. All models available 
from two to 15 gallon sizes are fully 
corrugated for greater impact and 
damage resistance, with solid brass 
nickel-plated spigots, and the insets 
have rounded bottoms for cleanliness. 

Currently available literature in- 
cludes a booklet on the proper care, 
maintenance, and sanitary precau- 
tions for water coolers of the Afctic 
Boy type. For more information— 

Write in No. 739 on card, Pg. 73 


Pinchless Chain Saw 


The Remington GLP 14, a “Golden 
Logmaster” pinchless chain saw de 
signed for “power-plunge” bucking, 
limbing, and cutting on the ground, 
is announced by Mall Tool Co., Di- 
vision of Remington Arms Co., Inc., 
Bridgeport, Conn. 

The saw combines the engine fea 
tures of the Golden Logmaster line 
with a 14-inch pinchless bar. The di 
rect drive gasoline-powered engine is 
rated at five hp. 

Diaphragm carburetor design en- 
ables speed (3800 feet per minute) 
and power delivered to the chain to 
remain constant over a wide load 
range, the company states. A fuel- 


finder pick-up tube is to insure effe« 
tive cutting in all positions 

A tapered inside edge of the bar i 
said to eliminate pinching. The bar 
is of one-piece design constructed 
from solid chrome alloy steel. Other 
bar features include the Remington 
milled chain slot, 14-inch chain guard 
rigid two-bolt 
tension adjuster and a 7-inch sticker 
For more information 

Write in No. 740 on card, Pg. 73 


mounting, chain 


Spinning Reels 


} 


Two spinning reels, primarily d 
signed for salt water fishing, are in 
troduced by the Shakespeare Co., Kal 
amazoo, Mich 

Two different capacity models are 
offered. The smaller reel, the No. 2080 
Sea Wonder (shown), is a 200 yd 
model, using 10 lb. test line, for gen 
eral purpose fresh water or light salt 
water spinning. The other reel, the 
No. 2090 is a 300 yd. model, for 12 Ib 
test monofilament, that has been de 
signed for surf casting and all ‘round 
salt water spinning usage. The No 
2080 is priced at $39.95 and the larg 
er model No. 2090 at $45.00 


Both reels are convertible to the 
manual pick-up principle with an op 
tional pick-up accessory that is avail 
able for purchase as a stock or stand 
ard repair part. Extra spools for both 
the smaller No. 2080 and larger model 
No. 2090 reels will be Shakespeare 
stock trade items also. For more in 
formation— 

Write in No. 741 on card, Pg. 73 
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Spin-Cast Reels 


New spin-cast reels introduced by 
Bronson Reel Co., Bronson, Mich., are 
the Bronson Savage ‘Model 910) 


which lists at $9.95 and the Bronson 
Classic (Model 920) which lists at 
$12.95. 

The two models incorporate the fol 
lowing features: radial-type adjust 
able drag; lever-type line pick-up de 
anodized non-glare finish; all 
metal spool; ventilated cover for line 
drying; easy change without 
tools; polystyrene push-button and 
handle grips; precision-cast alloy 
drive gear; nylon pinion gear; positive 
anti-reverse crank; spool filled with 
approximately 100 vards #8 test 
monofilament line. For more infor- 
mation— 

Write in No, 742 on card, Pg. 73 


vice, 


spool 


Adjustable Wrench 


An adjustable wrench, designed to 
get in hard-to-get-at places and at 
the same time holding firm at any 
adjustment, is introduced by P & C 
Tool Co., P. O. Box 5926, Portland 22. 
Ore 

P & C has designated the new 
product as its Clik-Stop wrench and 
recommends a retail price of $2.35 
for the 4”, $2.39 for the 6”, up to 
$5.19 for the 12” size. The wrenches 
may be obtained in a merchandiser, 
,lUc&t CUR which holds two 
wrenches of each of the five sizes. 
There is no charge for the colorful 
merchandiser. 


base, 


The Clik-Stop has a golden knurl 
which holds jaw openings automati- 
cally and exactly in Made in 
sizes from 4” to 12”, the Clik-Stop 
handles like an ordinary adjustable 
wrench. The user turns the knurl and 
the jaw automatically clicks into any 
opening wanted, including non-stand- 
ard or foreign-size openings, The 


place 
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button lever 
thin head 


wrench has no 

gadgets, and it has a 

sign. For more information 
Write in No, 743 on card, Pg. 73 


Model 725 Vise 


Model 725 has 
line of vises offered by 
Tool & Equipment Co., 
Wis., and resembles model 
808 


added to the 
Milwaukee 
Milwaukee 
807 and 


been 


The vise has 3! : 
342”. Pipe jaws hold \%4 
Vise swivels through 
fastens benct 
screws construc 


200 
securely to 
Traditional 

tures include an accurately mé 
rugged vise screw. Over-al] 
is constructed of ten 
iron. For more information 


Write in No, 744 on card, Pg. 73 


high 


Fishing Equipment 


Seven completely 
ent items have been added to the 
Pal line of fishing equipment, a 
ing to the manufacturer, Old Pa 
Inc., subsidiary of Anima] Trap ( 
of America, Lititz, Pa 

The No. 22G10 Old 
Oxy-Charger is an air bubbler 
bucket of 10-qt 
equipped with a plasti 
which, when 
charges the water in 
fresh air. The Oxy-Cl 
available in 25-qt. size, Ni 

The No. 34G10 Old Pal 


differ 
Old 


new and 


cora 


Minnow 
ty px 


capacit) 


moved 


9929 
22920 


Minnow 


I 


*t SOUTHERN H ARE 
led advertisement you 

your problems 

Rates: $5.00 per col 

mum ad accepted « n inch 

All ads for the ection 
hould be in publi fice the 

15th day of month pr: iblica- 

tion. Mail ad copy t 

SOUTHERN HA 

806 Peachtree S 


Atlanta 8, Ge 


clas- 


st 
if solve 


Mini- 





HARDWARE STORE 











Bucket is a 
bucket 


hain tor 


Tow 10 qgt., 
equipped with 
fastening to boat 
hape lid with red spiral mark 

ing reduce towing. The 
used as a marker! 


two-piece 
type 
4 


drag while 


bucket also n ay be 


t 


14G10 


one-piece 


Pal Hand-E 
bucket designed 
carrier or floater to keep 
jut changing contain 

e bait 


Old 


capacity a 


two-piece floater 


man Heater and 
completely redesigned 
finish 


bee! 


steel 


body is 
Base 
charcoal. It 


and shaker 


gauge 
enamel! 
extra 


with damper 


serves as 


e tor 


new N 


lvanized steel complete 


58 Picnic Grill is made 
with re- 
cooking grill 

The No. C70 Old Pal Sportsman's 


i caamiun 


novable 


plated to resist 
snap and large 
quick fastening. Can be used 
towing or securing boats 
motor guard chain, etc. No 
Pal Fish Stringers include 
a strong, heavy plated chain with 
patented links and nine safety spring 
hooks which prevent fish loss. It 
swivel to prevent tangles 
Both the Sport and 
Fish Stringe1 pack 
aged in plastic hanger bags. They are 
displays, 12 string- 
ers per display and 18 chains per dis 
play. For more information 
Write in No. 745 on card, Pg. 73 


has a swivel 
ring 
lor lea 
outboard 


C60 Old 


has a center 
man’s Chain 
are individually 


mounted on ease] 


For more information use Handy Return Card, Page 73 69 





your biggest 
profit line 


-your fastest 


selling line 


of 


painters 
(utlerd, 


Red Devil Tools. 


UNION, N.J., U.S.A 





rapat«o 


HORSE COLLAR PADS 


For every work horse ard mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


TRACTOR SEAT CUSHIONS 


For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield. Ohio 


MAKERS OF FAMOUS IA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 


For more information use Handy Return Card, Page 73 





Boat Trailer 


Adjustable airsprings providing 
shock resistance and _ anti-bounce 
qualities are featured on a boat trail 
er introduced by the Electric Wheel 
Co., Quincy, Ill. Retail price of the 
“Air-buoy” trailer is under $200 

The Air-buoy is designed for boats 
up to 16 feet in length and can handle 
loads up to 800 pounds. To adjust for 
optimum ride under any given load, 
air is added or removed from the 
bellows at the wheels 


Adaptable to boats of many size 
and shapes, the trailer has variable 
bolsters which conform to the contour 
of a boat's hull and three adjustable 
keel rollers which support the keel 
and assist in launching and loading 
operations. A launching winch, which 
incorporates a bow mount to hold the 
boat securely in place when in trans 
it, is included as standard equipment 

The Air-bouy unit is dip-enameled 
The demountable-type wheels can bs 
changed without disassembly and 
have tapered roller bearings sealed 
against water and dirt 

Optional equipment includes a 
safety chain, heavy-duty winch, E-Z 
Roll transom support, motor support, 
and taillight and kit. For more in 
formation 

Write in No. 746 on card, Pg. 73 


“Double Gun" 


The Noble Manufacturing Co., Inc 
Haydenville, Mass., announces a new 
“Double Gun” for field or range. It 
has a 28” barrel of steel, with left 
barrel full choke, right modified and 


a matted top rib. The action is doubk 
trigger, hammerless, with plain ex 
tractors and an automatic safety 

Weighing approximately six Ibs. 14 
ounces in the 12 gauge, the gun i 
44%4 inches in overall length, and is 
fitted with a stock and forend of 
walnut with fully checkered pistol 
grip and forend. Has engraved frame 

Literature on the model 420 
“Double” is available. For more in 
formation 

Write in No. 747 on card, Pg. 73 


Wood Duck Call 


The Philip S. Olt Co., P. O. Box 
350, Pekin, Ill., is introducing the 
Model 200 Wood Duck Call, the only 


wood call in the Olt line The call i 
aid to be a precision instrument ol 
the finest quality and retails for $1.95 
For more information 


Write in No. 748 on card, Pg. 73 


Hobby Horse 


The Blue Ribbon Wonder Mare 
has been added to the Wonder Hors« 
line f patented pring-suspended 
hobby horses manufactured by Won 
der Products Co., Collierville, Tenn 


aoa 


The newcomer is a lifelike Pinto, 
molded of durable vinyl! and sporting 
a realistic Western saddle. Saddle 
height is 25”, length 41”, and width 
24”. Mounted on a metal base, the 
Blue Ribbon Wonder Mare retails at 
$34.95: on a chrome base, $2 extra 
Patented magic spring action gives a 
rocking, bouncing, action-packed ride 
for youngster one to seven. For more 
information 

Write in No. 749 on card, Pg. 73 
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Tape Rule 


Called the MezurMatic, a new tape 
rule featuring a “touch contro] blade” 
is being introduced by The Lufkin 
Rule Co., 1730 Hess St., Saginaw, 
Mich. 

Offered in either White Clad or 
Chrome Clad finishes, the Mezur- 
Matic comes in one-half inch and 
three-fourths inch widths, and in 


lengths of six, eight, 10, and 12 feet 
A patented automatic rewind is con 
trolled by an exclusive ball-bearing 
governor to eliminate surging and to 
assure smooth rewind action. The 
MezurMatic comes in a new self 
demonstration package, designed for 
counter bins or to hang on hooks in 
the tool department 

Free promotion kits are offered to 
dealers. An order for a basic Whit 
Clad assortment of the MezurMatic 
qualifies a retailer for a kit con 
taining one %4” tape rule; a counter 
display which accommodates a dem 
onstration rule; jumbo-size blowup: 
of MezurMatic ads for window and 
store display 1 basic stock retail 
price list folder, and price strips. For 
more information 

Write in No. 750 on card, Pg. 73 


Manco Mower 


Manatee Manufacturing Co., Samo 
set, Fla.. describes the Manco Junior 
power mower, the MJ-3, as easy to 


push and powerful in operation 


—— 
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Specifications are as follows: 3-hp 
4-cycle, cast iron Clinton engine; au- 
tomatic recoil starter; two 20” pneu- 
matic wheels in rear and two 6” 
semi-pneumatic in front, all bearing- 
equipped and completely sealed; one 
piece heavy-aluminum casting; blade 
optional, with replaceable cutting sec- 
tions or equipped with suction lift; 
cutting height adjustable from 1” to 
3”; full 21” cut; belt-slip clutch; drive 
unit, optional for self-propulsion. For 
more information— 

Write in No. 751 on card, Pg. 73 


Utility Basket 


The Mouli Utility Basket, a basket 
shaped household aid of unlimited 
uses, is introduced by the Mouli 
Manufacturing Corp., 91 Broadway, 
Jersey City, N. J 

Made of stee] with mesh links, the 
basket folds at a touch of the hand 
into dozens of shapes, such as a cas 
serole server, a salad and vegetabl 
washer, a fruit or flower basket, de p 
fat fryer, an egg boiler, etc. By sepa 
rating its two plastic-covered handles, 
it becomes a pie plate holder, plant 
stand, or pedestal for serving candies 
or snacks. Also handy ; a small 


beach bag and carry-all 


A removable display card, illus 
trated and in _ color iccompanie 
each dozen basket 

Baskets come in three models list 
priced at $1.49 for the all-steel model 
with silver-tone finish; $1.69 for sil 
ver-tone models with red plastic cov 
ered handles to protect hands against 
cooking heat; and $2.29 for models 
available in one of three anodized 
green, and gold—with 
white plastic covered handle Bas 
kets are available packed 12 units 

a carton, Shipping weight 

For more information 
Write in No, 752 on card, Pg. 73 
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For information on 
DEALER SALES AIDS 
See page 58 
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#50 Fan-Rake 


Latest and finest addit 
to the complete line of 


| 


Steel Lawn Rakes 
and 
Wood Lawn and Hay Rakes 


RUGG MFG. CO. 
Greenfield, Mass. 


—Buy Them From Your Wholescler— 














END septic tank 
TROUBLES ! 


NEW 


FREE-ALL 


100% ACTIVE No Inert Matter 
One Treatment Lasts 4-6 Months 


— 
'Z 


@ Most effective — One treatment pre- 
vents, frees tank clogging 

@ Easy— Just pour into toilet and flush 

@ Safe — Won't harm humans, animals, 
plumbing 
Stock — display — order today! 


G. N. COUGHLAN COMPANY 
West Orange, N. J. 
Mfr. of Chimney Sweep, Process 33, Oven-Aid 
Oven Cleaner, De-Moist, Easy-Aid Silver Cleaner 


For more information use Handy Return Card, Page 73 7\ 








$1.00 TRADE-IN ALLOWANCE 
for anything that opens cans, towards 


SWING'A'WAY maGNeETic CAN OPENER 


regular $3.98 model only $2.98 and any old can opener 


a sell-out the past 5 years! 
SWING-A-WAY TRADE-IN SALE 


This sensational offer will pull big traffic during dull summer weeks. 
It’s the 6th annual SWING-A-WAY money-saving TRADE-IN promo- 
tion. This annual event has been sold out 5 years running. Hundreds 
of dealers were disappointed last year. Better act now! Order the 
#222 TRADE-IN deal at your usual discount! 


#222 TRADE-IN DEAL 


2 — #607W White Magnetics $2.98 each 
2 — #607R Red Magnetics. ......... $2.98 each 
2 — #607Y Yellow Magnetics $2.98 each 


$17.88 Total Retail Value Less Your Regular Discount 
FIRST IN SALES 


BECAUSE IT'S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO. + 4100 BECK AVE. + ST. LOUIS 16, MO. 


For more information use Handy Return Card, Page 73 SOUTHERN HARDWARE for July, 1958 





INFORMATION CENTER 


BOOKLETS ©@ NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts or sales aids mentioned in 
this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales aids, 
just insert in the appropriate space provided on one of these 
postage-free cards the key numbers of the items in which you 
are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 


Southern Hardware pays the postage! 


BLY, 1958 
| Send Information on these SALES AIDS and/or NEW PRODUCTS (fill in key numbers): 


' 
! 
' 
! 
' 
' 
i 


Send these CATALOGS and BULLETINS (fill in key numbers): 


Send information on these SALES AIDS and/or MEW PRODUCTS (fill in key sumbers): 


Send these CATALOGS and BULLETINS (fill in key sumbers): 





a 


These cards 


can help 


you get 
valuable 
information 


Postege No Postage 


Will be Paid Stamp Necessary 
If Mailed 
by — 


mn e 
Addressee United States 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO S82. SEC 49. PL. 8 BR. ATLANTA, GA 


Southern Hardware 
806 PEACHTREE ST. W. E 
ATLANTA 8, GEORGIA 


Postege 
Will be Paid 
by 
Addressee United States 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R.. ATLANTA, GA 


Southern Hardware 
806 PEACHTREE ST. N. E 
ATLANTA 8, GEORGIA 
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ANOTHER it's KEY TO GREATER PROFITS FOR IH DEALERS! 
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This perfect work view speeds corn harvest with a McCormick No. 101] harvester- 
thresher. New sheller unit for the McCormick 2-MH picker is shown below 


MORE PRACTICAL 2-in-1 MACHINES 


help IH dealers make more “‘big-ticket’’ sales! 


New McCormick® self-propelled combines are capacity lead- 
ers in the grain field. But they also were designed with 
row-crops in mind! 

Fast change-over from corn unit to grain platform makes 
it possible to harvest corn in the morning... soybeans or 
sorghum in the afternoon. Top-mounted engine and grain tank 
clear tall crops. This reduces fire hazard, and permits opening 
corn fields without leaving unpicked down rows. Row- 
matched tread puts wheels “‘on track’’ between rows and 
ridges for maximum crop savings with little steering effort. 

And a new IH sheller attachment makes the McCormick 
2-MH picker tops for field shelling. One elevator for both 
shelled and ear corn typifies its simplified, low-cost design. 
You don’t remove the sheller, an easy, 10-minute switch be- 
tween shelled and ear corn harvest is an 1H exclusive! 

These job-adding attachments for combines and corn 
pickers were planned as a part of basic IH machine design 
As a result, they out-shine “‘make-do” rigs . . . help IH deal- 
ers close more “‘big-ticket” sales. 
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— BUSINESS Bi lEFS— 


On the theory that a good, sour incial state- 
ment justifies reasonable optimis! the future, 
there is ample evidence at hand fo: industry to 
have that happy feeling. Reports f: iree major 
companies on sales in the year’s first onths are 
solidly on the plus side: 


Mark V. Keeler, vice-president of International 
Harvester’s Farm Equipment Group, reports that the 
company’s estimated sales in 1958's first six months 
are 5% ahead of '57. Domestic farm equipment sales 
by the company in April were the largest for that 
month since 1955. In the last week of April, Harvester 
dealers delivered the largest number of tractors they 
have sold in any one week in 6% years 


Alva W. Phelps, Oliver's chairman and president, 
can point with pleasure to a whopping 21% increase 
in sales for the six months period. In the year’s first 
half the company’s sales were $51,756,000 as against 
sales of $42,800,000 in ‘57. Oliver's sales of far 
equipment in the United States and Canada in tl 
second quarter were the highest in the company 


history 


William A. Hewitt, president of Deere & Co., re- 
ported a 5% sales gain for his company. Sales of farm 
and light industrial machinery in the first six months 
totaled $208,291,000 as compared with $195,892,000. 
As the result of increased sales in March and April 
the company has revised upward its estimate of 
probable sales volume for 1958 


Solid as a Rock 


1 a recent report on the nation’s business failure 
and Bradstreet, one thing stands out—the 
of retail hardware and farm equipment deal- 

ers. In 1957, the retail farm equipment industry was 
at the very bottom of the list in the number of fail- 
ures. Recorded failures were at a rate of only 16 per 
10,000 operating concerns. Hardware dealers fared 
almost as well, the rate of failure being only 39 busi- 
nesses per 10,000. Only five lines of trade could show 
better records. Underlying causes of failure were, in 
most instances, just plain incompetence, lack of man- 
agerial experience, or lack of experience in the line 


Year of the Chicken 


sroiler production is big business in the South- 
eastern states bringing in an estimated $334,900,000. 
last year. In all, the poultry and egg industry in the 
Southeastern states brought farmers around $612,- 
900,000 last year. Dealers note: a large chunk of these 
dollars will be spent for poultry supplies and equip- 
ment 


Off-the-Farm Income 


Off-farm employment is supplementing incomes 
for more and more farm people, according to A. B 
Wooten, Texas A & M extension economist. Farm 
residents are making $1 from each non-farm job for 
each $2 they make on the farm 


77 





7 Fee FACTS AND TRENDS 
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> Farm Income 


The nation’s farmers in the first four months of 1958 received 9.1 billion 
dollars from marketings, a whopping 8% increase over the same period of 

1957. For the most part the increase was due to higher average prices. 

Prices received by farmers in mid-April increased 1% to a point 10% above 

@ year earlier and the highest level since January 1953. Receipts from live- 
stock in the three-month period were 12% above a year ago while crop re- 
ceipts amounted to 3.2 billion dollars, up 2% from a year ago. Farmers’ total 
cash receipts in April are tentatively estimated at 2.1 billion dollars, 

10% above April 1957. 


» Factory Shipments 


Manufacturers’ shipments of farm machinery and equipment in January were up 24% 
in comparison with the average monthly volume of shipments for the period 
January 1954-December 1955. January tractor shipments were up 6% and 
shipments of all categories--farm machinery, equipment, and tractors--in- 
creased 13%. 


>» Commodity Highlights 


This year's crop of winter wheat was estimated on May 1 at more than a billion 
bushels...pasture and hay crop prospects, for the country as a whole, average 
the best in over 30 years...broiler production so far this year has been 

9% above a year earlier, with prices also above a year ago...Southern peach 
crop prospects on May 1 were the largest since 1947...spring vegetable and 
melon production is expected to be 1% above 1957...producers averaged 37.4 
cents a dozen for eggs in mid-April compared with 30.4 cents in mid-April 
last year. 


USDA Notes 


Farmers are now using nearly three times as much machinery and equipment as 
they did in 1940...participation in soil conservation programs has increased 
57% in the last four years...farm ownership is at an all-time high, and 

only one out of three farms has a mortgage. 


Farm Prices Paid 


The index of prices paid by farmers for commodities and services on April 15 
reached a new high and 3% above a year earlier. Prices paid by farmers 
for production items increased about 1% from mid-March. 


Prospects for Peanuts 


Peanut farmers are facing a cut in prices and a gain in eutput. Increased 
acreage allotments will lead to an increase in production. With demand 
unchanged, prices may drop further. The USDA does not expect farmers to in- 
crease their income from this crop in the immediate future. 
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—and give 
Allis-Chalmers dealers 
BIG sales potential! 


It’s the tractor that carries the load, and 
your customers will get more tractor for 
the money with new Allis-Chalmers 
Utility Power! 

There’s more weight where it’s needed 
with Allis-Chalmers—plenty of traction 

.. real dig-in power where it counts— 
and the right wheel base for short turning 
and greater stability. 

Look at the new low-line, high-clearance 
design—it’s a new way to build tractors 
that gives both low center of gravity and 
extra high axle clearance. These tractors 
hug slopes tight, making easy work of 
grading, digging or mowing. Power-shift 
rear wheels, Roll Shift front axle, let you 
position wheel widths quickly and safely 
without jacks or blocks. 

Feature for feature, Allis-Chalmers 
utility tractors give customers more where 
they need it, to do each job best. 

And—here’s a complete line of Cleared 


Companion Equipment for every utility 
job. Weights shown exclusive of Companion Equipment. 





D-17 54 hp, 5,300-lb weight, 140-in. over-all tractor length 


D-14 35 hp, 4,200-lb weight, 129-in. over-all tractor length. 


Here is big added sales potential for 
every Allis-Chalmers dealer. Write for 
details. 


UTIUTY TRACTORS AND EQUIPMENT, MILWAUKEE |, WISCONSIN 


Digging post holes Grade and ditch cleanup Trenching or spot excavating 
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EWS HIGHLIGHTS 


Morris Named Sales Head 
of A-C Utility Department 


EXPANSION of its utility tractor 
business is announced by Allis- 
Chalmers Manufacturing Co., Mil- 
waukee, with the appointment of 
J. D. Morris as sales manager of 
the new Utility Tractor and Equip- 
ment Sales Department 


J. D. Morris 


Utility products will be sold 
through dealers in the Farm 
Equipment, Construction Machin- 
ery, and Engine-Material Handling 
Divisions of the company. 

Morris started with Allis-Chal- 
mers at its Atlanta branch follow- 
ing his graduation from Alabama 
Polytechnic Institute, Auburn, Ala. 
Since 1954 he has been a home 
office factory sales representative 


+ 


Malone to Manage 
Deere's Dallas Branch 


E. C. INGLISH, manager of the 
Dallas Branch of the John Deere 
Plow Co. since 1943, relinquished 
that post June 15 for helth rea- 
sons. He continues as a director of 
Deere & Co. 

W. C. Malone, credit manager of 
the Kansas City Branch for the 
past five years, succeeded Inglish 


80 


as general manager of the Dallas 
Branch 

Effective June 1, L. A. Spoonts, 
assistant to the manager of the 
Dallas Branch since March 1, be- 
came general sales manager of the 
Dallas Branch. 

Inglish first joined the Dallas 
branch in 1919. In 1939 he became 
general manager and in 
August, 1943 became general man- 
ager of the branch. 

Malone joined the Kansas City 
Branch in 1933. He has served in 
varied capacities in that 
and has been credit manager for 
the past five years. 

Spoonts first joined the Dalla 
Branch in 1924. From 1929 to 1933 
he was in the retail implement 
business, returning to the Dallas 
branch in 1933. He served as di- 
vision sales manager until March 
of this year when he became as- 
sistant to the manage: 


. 


sales 


branch 


Management Appointments 
Announced by New Idea 


TWO MANAGEMENT appointments 
are announced by New Idea Di- 
vision of Avco Manufacturing 
Corp., Coldwater, Ohio. Avco Vice- 
President Curry W. Stoup has been 
named president of New Idea, and 
Blair Williams becomes vice-presi- 
dent 

Stoup joined New Idea in 1954 as 
general manager. He is a vice- 
president of the Farm Equipment 
Institute and the American Man- 
agement Association 

Williams was assistant general 


Williams 


manager of New Idea. He joined 
the company in 1955 as director of 
sales. He is a member of the pro- 
duction and marketing department 


of the Farm Equipment Institute 


> 


Riley Bozeman Joins 
Taylor Implement Co. 

M. B. WALTHALI iles manager, 
Manufacturing 


announ s the 


Taylor Implement 
Co., Athens, Tenn., 
' 


appointment of Riley 


Riley Bozeman 


sales representative for the compa 
ny’s line of tractor-drawn farm im- 
plements. Bozeman’s territory in- 
cludes the states of Georgia, Ala- 
bama, Northwest Florida, and 
Southeast South Carolina 

He previously has been associ- 
ated with The Oliver Co., Fr.ck 
Co., and Southeast Ford Tractor 
Co 

+ 


M-F Appoints Manager 
for Dallas Branch 


LEON LOBELLO has been appoint- 


ed administration manager in 
charge of all branch internal af- 
fairs, as well as credits and collec- 
tions, for the Dallas branch of 
Massey-Ferguson, Inc. Lobello was 
formerly with the Ferguson distri- 
butorship in Dallas 
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A LEADER... 
like 
Federated Mutual 


It’s easy to spot a leader . . . he does 
things first. Federated Mutual was the 
first in the nation to streamline its oper- 
ation and combine the writing of fire 
and casualty insurance in one company. 
Federated has pioneered many insurance 
forms especially for implement, hard- 
ware and auto dealers. Federated was, 
and still is, first with many other inova- 
tions in the field of business insurance, 
such as the Workmen’s Compensation 
Variable Dividend Plan. No other com- 
pany has it. It can mean savings of up to 
28°, on this important coverage. 

Under Federated’s unique three-year 
Audited Casualty Program, available in 
most states, policies are issued on a three- 
year basis but audited annually. 

Federated Mutual engineers are trained 
and equippe‘l to make appraisals of 
buildings, using the nationally recog- 
nized Marshall Stevens Methods. In 
many cases this means that the policy- 
holder is spared the expense of special 
appraisals. Only by knowing the true 
valuation of the property can a man 
carry the proper amount of insurance. 

It pays to insure your business with 
a leader in business insur- (jj, reocearee |) 
ance like Federated Mutual. ence i 


|| YELLOW PAGES } 
| 


-e- 


Federated 
Mutual 


| 
MID-ATLANTIC DIVISION 
1004 N. Thempsen & 
\ Richmond 21, Virginie 


SOUTHERN DIVISION 
r. 1400 W. Peachtree Si. N. W 
4 * e Atiento 9 Georgie 


INSURANCE FOR+ BUSINESS > HOME+CAR ... Association Membership doesn't Cost...!IT PAYS! 
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& why 
"you get 
faster turnover with 


EYLINE 


the new poultry netting that really stays tight 


Yes, you can see why Keyline sells best. The extra reinforcing wires 
make the big difference between Keyline and ordinary netting. Not only 
does it stretch more easily, but it won’t sag or bulge when erected. 
The extra reinforcing wires are actually woven into the wire. 

The “‘reverse twist’? weave adjusts to give a flat, neat surface. 

And it stays tight at the top and bottom, too. 

Yet Keyline costs no more. 


What’s more, your customers will see the story 
of Keyline Poultry Netting advertised in leading 
farm and poultry publications. And you can have 
ad mats and envelope stuffers to help you 
increase your sales. Send in your order today. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


RED BRAND® Fence - RED BRAND® Barbed Wire . RED TOP® Stee! Posts . Gates - Non- 
Climbable Fence - Ornamental Fence - Bale Ties - Nails . Keycorner - Keybead - Keywall 


- 
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NEWS HIGHLIGHTS 


A.C Names Foley 
Assistant Ad Manager 


JAMES F. FOLEY recently was ap- 
pointed assistant advertising man- 
ager, Farm Equipment Division, 
Allis-Chalmers Manufacturing Co., 
Milwaukee, Wis. 


James F. Foley 


Foley has been with Allis- 
Chalmers since 1951, when he 
joined the Tractor Group Sales 
Promotion and Advertising De- 
partments’ Industrial Press Section 
which he has managed up to now 


os 


Tuttle Named Manager of 
Ford's Public Relations 


APPOINTMENT of H. C. Tuttle as 
manager, public relations depart- 
ment of Ford Motor Co.’s Tractor 
and Implement Division, is an- 
nounced by Merritt D. Hill, general 
manager. Tuttle succeeds Fred 
Thompson, who has been named 
manager of the distributor-deale1 
relations department. 

Tuttle joined the news depart 
ment of Ford Motor Co.’s central 
staff public relations at Dearborn, 
Mich. in 1953. He was named pub- 
lic relations assistant at the Tractor 
and Implement Division in Sep- 
tember 1955. For seven years prio! 
to joining Ford, he was regional 
editor for Penton Publishing Co 
at Cleveland, Chicago, and Detroit 

Thompson has been associated 
with Ford Motor Co. since 1953, 
and for the past three years has 
been manager of the Division’s 
public relations department. Prior 
to 1953, he was public relations 
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supervisor for Dearborn Motors 
Corp. 


a 


Nichols Named Export 
Sales Manager of MM 


ARTHUR C, NICHOLS, JR., product 
sales manager, has been named ex- 
port sales manager of Minneapolis- 
Moline, according to Phillip W. 
Mortimer, director of International 
operations. Nichols joined Minne- 


apolis-Moline in 1946 as a service 


engineer covering the states of Mis- 
souri, Kansas, Oklahoma, New 
Mexico, and the Texas Panhandle 


* 


Papec Machine Appoints 
Two Territory Managers 


PaPpec MACHINE Co., Shortsville, 
N. Y., recently announced the ap- 
pointment of two territory man- 
agers. 

R. Glenn Winburn, of Charlotte, 
N. C., is the new territory manager 
for North Carolina A Clemson 


(Continued from page 82) 


Winburna Crider 


College graduate, he formerly was 
county agent, farmer, and machin- 
ery salesman. He replaces W. D 
Stump who resigned because of 
impaired health 

Wayne S. Crider, Boonsboro, Md., 
will head the territory of Mary- 
land, Virginia, and Delaware. He 
formerly was a farm implement 
dealer 

The Maryland, Virginia, Dela- 
ware territory previously was 
headed by Harold F. Grimes who 
resigned to manage a farm imple- 
ment business 


Farm Equipment Wholesalers Meet 
In Kansas City, November 10-14 


THE 1958 Annual Meeting of the 
Farm Equipment Wholesalers As- 
sociation will be held at the Hotel 
Muehlebach in Kansas City, Mo., 
November 10-14, President R. J 
Hamilton of Ephrata, Pa., an- 
nounced recently 

The FEWA will conduct its cus- 
tomary Dating Session on Wednes- 
day, November 12 to enable manu- 
facturers to arrange conferences by 
appointment with wholesalers of 
the FEWA membership for Factory 
Days on Thursday and Friday, No- 
vember 13 and 14 

In addition, the Farm Equipment 
Wholesalers Association is giving 
manufacturers an opvortunity to 
more fully explain their products 
before sessions of the FEWA mem- 
bership during regular business 
meetings prior to the Dating Ses- 
sion. 

Manufacturers wil] be permitted 
to make a 10-15 minute presenta- 
tion using slides and sound films in 
describing new products or poli- 


cies. Factories represented for the 
first time at an FEWA convention 
will be given first preferenve in 
if de- 


greater than time avail- 


scheduling of presentations 
mand is 
able. Second priority will go to 
having 


statement to intro- 


manufacturers a new prod 


uct or policy 
duce Additionally, a 
will be made according to receipt 
of the request by the FEWA office 

Every manufacture! desiring 
distribution of his 
through independent farm equip 
ment wholesalers is invited to at- 
tend the FEWA Dating Sess‘on and 
Factory Days FEWA busine seES- 
sions will be planned Monday 
Tuesday and Wednesday of the 
convention week. Earl Dickson of 
The Parker Company, Denver 
Colo.. a director and 
president of the FEWA, is program 
chairman 

The FEWA executive office is 
located at 1011 Lumber Exchange 
Bldg., Minneapolis, Minnesota 


prod Ct 


econd vice- 
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Shop Superintendent Herbert Mache 

checks the drum of a cotton picker 

prior to writing up a work ticket on 

the job. The company handles about 60 

drums each year with the charge for 

the overhauls running from as low as 
$30 to as high as $600 


By Ruel McDaniel 


Cotton Picker Service 
Semeces'S grosses $15,000 annually 


é rechanical cotton-pickers by 

originating and promoting a spe- 

ial off-season service for the 

drums, the major unit of the me- company has n 1an 90 percent 

chanical] picket of the names of al ytton-picke! 
By originating this special serv- owners in the 

ice and consistently promoting it company. In 

the company not only has added tomers for th 

about $15,000 a vear to its service the normal 

department’s volume but has munity’s trade 

drawn its average cotton-picke1 These let 

customer closer to the company ty the need 

keeping him in contact with the drums of ev 

company at least twice ; yeal the season 

once when he orders the servi will be ready 

ind again when his drum is de- the next 

livered back to him, in perfect con- to pick uj} 

dition for the next picking season fee, all di 
When the company originated that farmers 

the special service, it announced it drums and 

with a series of letters and postal 

cards, to a list of all the cotton- 

picker owners it was able to obtain, : 

Superintendent Macha here uses the 


yroughout the trac rea ton . . > . . 
tl roughout the trade area. Miltor special drill which he himself rigged up 
Shult, owner, estimat that the list wi nfined, by any for drilling drum bushings 





This Texas dealer uses cotton picker drum service to keep in contact with his 


customers and to maintain a steady, even work flow in the service shop 
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%-cu. yd. [lollty 


310 crawler-loader 


ae 


7 


Feature 


Bucket capacity 

Dump clearance 

Grading angle 

Adjustable digging 
stops 

Drawbar HP F 24.1 

Max. torque, RPM 90 @ 1300 78 @ 1700 

Max. Ibs. pull 4862 4200 

Power-turn steer NO YES 

low gear shuttle YES NO 
shift 

Std. track gauge 46” 42” 

Ground clearance | 12” 

H. D. Industrial NO NO 
track frame 
Center-mounted 
torque tube 


NO NO 


NOTE: Competitive data in chart based on 
lotest specifications available to us at time 
of printing 


Bigger power, 
bigger blade, 
bigger value 


42 hp 
310 angledozer 











Bonus features that 
_. . outperform all 


One look tells you Case Utility tractors and png ~ 
built stronger, tougher than ordinary “converted” farm trac Aq 
also have more @ 
vanced engineering features that help you prove — -_ 
output . . . more dollar-for-dollar value... rape Be ode 
repair expense. Check the charts, then check with yo 


outfits. But that’s not all! Case Utility rigs 


est Case branch for full details. 


42 hp [billy 3108 
backhoe-loader 


More trench per hour . . . more yards per day 


Feature 


BACKHOE 
Reach for pivot 16'2” 14°10” 
Digging depth 12°6” 12’ 
Hydraulic foot- 
controlled swing ves NO 
Loading height 10’7" 9°2" 
Pump capacity 19gpm 13gpm 
LOADER 
Bucket (SAE struck rating) 11 cu. ft, 9 cu. ft. 
Breok-out force 3000 Ibs. 2500 Ibs. 


Lift cap. 1500 Ibs. 1200 Ibs. 
Dump clearance 1%" 8'6" 


TRACTOR 
Max. torque ft./Ibs. 128 @ 1200 | 117 @ 1500 


1 piece forged} Adjustable 
Front axle INDUSTRIAL | agricultural | 
Fwd.-reverse 


shuttle shift OPTIONAL NONE 
Power steer OPTIONAL | OPTIONAL | 


NOTE: Competitive data in char 
specifications available to us at 







outsell 
others 


— 2 


13’8” 
12° (std.) 
NO 
8’0” 
12gpm 


11 cu. ff. 

2000 Ibs. 

1500 Ibs. 
8'6" 


103.5 @ 1400 
Cast steel- 
high spindle 


NONE 

YES 
t based on lotest 
time of printing 


Bonus output...at a 


budget price 


Le 


34 hp 
210B loader 





i 
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This low-wheel trailer, built especially for the purpose, is used for bringing in 
picker drums for service work 


means, to these owners. A me- 
chanic who specializes in cotton 
picker service gets around the area 
frequently and obtains the names 
of picker owners who bought their 
pickers elsewhere, and these join 
the company’s mailing list. 

Although the firm used letters 
and cards extensively to announce 
the drum service, very little adver- 
tising is needed now to keep it 
growing, Shult explains, because 
someone from the sales department 
or the service end of the business 
is in contact with the average me- 
chanical picker owner several 
times during the year, and during 
these contacts the special drum 
service is mentioned. 


What Service Provides 


The service provides that the 
company will pick up the drum at 
the farm (unless the owner wishes 
to haul it in), wil] store it in the 
service devartment and repair it in 
time for delivery on any designated 
date named by the customer. Theres 
is no charge for storage, even 
though the drum may remain on 
the service floor for seven or eight 
months. 

The extra space taken up by 
such units as remain a long time on 
the floor is more than compensated 
for, Shult declares, by the flexibil- 
ity allowed in overhauling the unit 

When a drum comes in for over- 
haul, Herbert Macha, shov super- 
intendent, or the salesman who 
sold the job, asks the owner when 


he wants it to be ready. What- 
ever the date named, that goes on 
the job ticket, and the unit is 
scheduled through the department 
according to the completion date 
designated. 


Convenience in Paying 


“Some customers want the work 
completed before the end of the 
current year,” Shult explains, “so 
that they may charge the cost 
against the current year’s exrenses 
for income tax purposes. Others 
don’t want their units until spring 
or even early summer 

“They generally arrange for de- 
livery to coincide with their con- 
venience in paying for the service 
In other words, a man may have hi 
drum brought in in late Octobe! 
and leave it here, out of the weath- 
er, until cotton starts to open the 
following late summer, if he wish 
es. He is not required to pay for 
the service until then. He pay 
when he accepts delivery 

It is obvious that this kind of 
service business not onlv is profit- 
able in itself but is 
sirable for the 


particularly de 
service department 
because the work mav be scheduled 
when other work is slack. With 
40 or 50 cotton-picker drums on 
he floor, awaiting overhaul, there 
is little worrv on the part of man- 
agement or Superintendent Macha, 
when routine service runs into a 
temporary slump. The men, who 
otherwise might be idle, can work 
on cotton-picker drums. The serv- 


ice involves practically no rush 
jobs. 

This type of service that may be 
performed at the discretion of the 
management is particularly desir- 
able in the Shult service devart- 
ment, because the company pays 
mechanics on a flat weekly salary 
basis, making it impractical to lay 
anyone off when service business 
slackens. Instead of laying off a 
man or having him remain idle. he 
is put to work overhauling these 
drums, 

The company handles about 60 
drums each year, Shult estimates, 
and the charge for the overhaul 
runs from as low as $30 or $40 to 
as high as $600, depending mainly 
on the age of the unit and how it 
has been used. Shult estimates that 
the average service inco’re for a 
drum overhaul is between $200 and 
$250 

The charge for picking up and/or 
delivering a drum is a minimum 
of ten cents per mile 

The service department has 
rigged uv a low two-wheel trailer, 
with a hitch to attach to a rickup 
rigged with a hoist especially for 
picking up and delivering the 
drums. The hauling equioment 
makes it easv for one man to dis- 


mantle the drum and lood it onto 


the low-whee!] trailer. The tra‘'er 
backs right into the service de- 
partment, and the hoist lifts the 
drum off the trailer onto the srot 
where it will remai l the work 
is to be done on ’ 
is used for movine 


storage to the working ar 


Brings Future Sales 


When the job ready 
livery, the customer may 
and have it loaded on |! own 
truck. or the service devartment 
will deliver it for him, at the usual 
10 cents per mile 

“Aside 
service busine 
periods in the shop, thi 
another 


from providing welcome 
to fill in our dull 
spec ial 
drum deal i ; 
in that it allows us a two 
additional contact with cotton- 
picker users during the year. The 
more times you can see end talk 
to the owner of a picker, the more 
likelihood there is of selling him 
his next unit,” declares Shult 
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sroft-siliied reasons 


J. 1. Case Names Palermo ) | why ile) @ = 
Manufacturing Director | j 


FRANK J. PALERMO, who joined 
the J. I. Case Co. in 1934, has been 
named to the newly-created post 
of director of manufacturing, ac- Cc A - P RB E L L a | A i i 
cording to an announcement by 
Marc B. Rojtman, executive vice- 
president. He leaves his previous 
assignment as manager of the 
company’s Bettendorf, Iowa plant 
to take up the new position. 


° 


J dealers are selling 





Three New Distributors 
to Handle Sunflower Line 


SUNFLOWER Industries, Olathe, 
Kansas, recently announced the 
addition of three new wholesale 
distributors to its group of dis- 


tributors warehousing and selling ; 
Sun-Mastr mowing equipment pete oe € ¥. 
The new distributors include ° poi verges 
" ry :: “7 « 
Lovett & Tharpe Hardware Co., Fre ‘Gove i 
. me ‘ey 
Dublin, Ga.. who will have the ] & 


Sunflower line for the states of 
Georgia, Alabama, South Carolina, 


and northern Florida  f he, HS s 
rine . = . . . * in 
Price Brothers Equipment, Inc., paw. Yes foe ae 


of Wichita, Kan., will handle the 
Sunflower line for the states of 








Missouri, Kansas, and Oklahoma, is a i & 
maintaining warehouse stocks at ‘eh 7) o % i ee : x 
Wichita and Olathe in Kansas, and vei rig Pa. 
Fulton, Mo war Ow a rong é i oe 
The King Sales Co., Inc., will : : Wie 
handle sales of Sun-Mastr mowers la 7 et a 


in the Memphis area including the “7 “ote sup ys os. 
western half of Tennessee, the ’ 
northern section of Mississippi, and 


all of Arkansas 
. 


Clinton Machine Co. 
Changes Corporate Name 


Don THOMAS, president of the 
Clinton Machine Co., Clinton, 
Mich., and Maquoketa, Iowa, an- 
nounces a change in the corporate 
name from Clinton Machine Co. to 
Clinton Engines Corp. 

Thomas stated that the reason 
for the change was to make the 
corporate name more descriptive 
of the products which the company 
manufactures as well as its rela- 
tionship to those products and the 
industry revresented. 

Clinton Engines Corp. manufac- 
tures a full line of air-cooled en- 
gines ranging in power from two 
to 10.3 horsepower. It also manu- 
factures a complete line of both 


direct and reduction drive chain- CAMPBELL CHAIN Company 


saws as well as outboard motors. CAMPBELL NEw Sey ee 
octorre or enroute A o e vrinn n 


CHAIN ee ee ee ee eee 


ee a ee ee ee ee 





Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAIN‘ 





This self-propelled baler, the “Hay- 
cruiser 178," will be shown by New 
Holland at fairs and special demonstra- 
tions during 1958. In limited production 
now, the baler may be produced in 
larger numbers for "59 haying season 


New Holland Introduces 


Push- Button Baler 


A self-propelled push-button 


baler will be shown by New Hol- 
land Machine Co. at fairs and spe- 
cial demonstrations throughout the 
United States and Canada this year. 
Only a few of the new balers will 
be made this year, but the com- 
pany is considering expanded pro- 
duction for the 1959 haying season, 


it was recently announced 

The advance models were pro- 
duced to give the public a preview 
of what push-button baling of to- 
morrow will be like. Called the 
“Haycruiser 178” because of its 
swift baling action, the new baler 
is operated entirely from a “Cruise 
Control Center.” Seated or stand- 


ing, the operator can change 
ground speed and feeding action 
with the flick of a switch 

The modern Control] Center is 
said to put all controls within easy 
reach of the operator. A button 
controls ground speed; a lever con- 
trols baling action 

Variable drive on the transmis- 
sion keeps the ground speed entire- 
ly independent of the baling overa- 
tion. The four-speed transmission 
delivers just the right speed for 
field or highway travel 

The manufacturer states that the 
operator, when seated at the Con- 
trol Center, really “sees the world.” 
Following windrows into the pick- 
up or checking bales as they slide 
out the chute, he’s got a grandstand 
seat 

Flow-Action, Feeder-Assist, Hy- 
draformatic Bale Tension all 
these New Holland features help 
the Haycruiser turn out perfect 
bales, the company 

Feeder-Assist, a rotating device 
above the pickup, sweeps hay from 
a 6142-inch pickup and hands it to 
Flow-Action. Here, aluminum tines 
mounted on a telescoping bar care- 
fully measure each slice of the bale 
The Haycruiser’s bale measures 16 
by 18—and up to 52 inches long 

A husky 5l-horsepower engine 
keeps the “178” humming along 
with power to spare—at a baling 
rate of up to 400 bales per hour 


says 


From this seat, operator gets “bird's 

eye” view. Driver can see every stem 

entering the pickup and look-over each 

bale leaving chute. Every baling opera- 

tion is controlled from the dash board 
to driver's left 
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Low Initia’ Cost 


Economical 
Operation 


Precision Performance 


: > eat 
Soe Ss aoe 
at. ee, ‘+S : . atte 


It is-now possible for the average farmer 
to do most of his dirt moving jobs by him- 
self —using his own tractor —at a low ‘‘cost 
per-yard’ expense 


e level land for efficient irrigation 
e@ relevel areas that have settied 


at. - ‘ ¥ : " - . . > 
Precision Loeding—Depth of cut is easily o @ grade fields for improved drainage 
eccvrately controlled—con be immediotely + 
creased or decreased whie moving 


Pt ™~ ~ 
Controlled Spreading — Front dump permits pre 
@ fill gullies and low spots ” control of spreading—bucket rotates 10 
. beyond vertical to eject damp » 
@ build or maintain farm roads 
@ construct terraces @ reservoirs @ 


ponds edams e pit silos 


The Eversman Scraper is easy to operate, 
loads with low power requirements but 
with large scraper stability. It hauls at high 
tractor speed and the front dump feature 


> ‘ a. ; ; 
High Speed Corrying — With 6 a permits accurate control of fill Horizontal Loading rizontal position of 
bucket, hauling of dirt can be done oa’ gh tractor bucket while loading = + cutting eosier, re 
speeds Qq es less powe 


OTHER NATIONALLY KNOWN Everman PRODUCTS 


Evervsman LAND LEVELERS Everman | Everyman BEET THINNERS | Eversman RE-TRAK-LUGS 


AND DIRT MOVERS RUBBER MOUNTED DITCHERS | AND COTTON CHOPPERS FOR BETTER TRACTION 


‘* Ba 


There ore 7 all purpose (mechonicol 4 models for trail behind or Available 2 row units. Chain Enables tractors to develop full horse 
or hydroaviic) Eversman Models for all point hitch operation. Mechanical driven power toke ot assembly power and hondle heavier draft loods 


| 
standard farm tractors or hydravlic control assures engine timed occ cy j Lugs retract for tre 





vel on rood 


- 


DEALER INQUIRIES INVITED 
EVERSMAN MFG. CO. ciiver a coucravo 
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A-C Adds New 
Utility Tractors 


ALLIS-CHALMERS Utility tractors, 
Models D-14 and D-17, and com- 
panion equipment will be sold 
through dealers in the Farm 
Equipment, Construction Machin- 
ery, and Engine-Material Handling 
Divisions of the company on a non- 
exclusive basis, according to an 
announcement by the company. 

Through its new Utility Tractor 
and Equipment sales department, 
headed by J. D. Morris as sales 
manager, the company is working 
closely with selected independent 
manufacturers of companion 
equipment for these two units. 

When Allis-Chalmers engineer- 
ing clearance is given to companion 
equipment, a statement of such 
“clearance” may be used by its 
manufacturer in literature and 
promotional material. The state- 
ment follows: 

Cleared by Allis-Chalmers 

“The mounting and operation of 


The D-14 has 35.65 hp, weighs approxi- 

mately 4,200 Ibs and has an overall 

length of 129 inches. A power control, 

called the “Power Director", provides 

eight forward soeeds and ability to 
shift on-the-go 


92 


? 


this equipment will not affect the 
extended by 
The manu- 


tractor warranty 
ALLIS-CHALMERS 
facturer of this equipment is re- 
sponsible for its performance and 
warranty.” 

In addition, Allis - Chalme: 
manufactures certain products for 
light industrial work 

A complete line is now available 


The extra high clearance of Allis-Chai- 
mers utility tractors can be seen here. 
The D-17 model shown has 54.43 hp, 
weighs approximately 5,300 ibs and has 
an overall length of 140 inches. Power- 
Shift rear wheels and Roll-Shift front 
axle permit changing wheel widths fast 
and safely without the use of jacks or 
blocks 


for the two tractors 

Parts and service for Allis- 
Chalmers tractors and companion 
equipment will be handled through 
the company’s dealers 

Floor planning and retail financ- 
ing terms will be released later 

The Allis-Chalmers D-14 Utility 
tractor has 35.65 hp, weighs ap- 
proximately 4,200 Ib without 
equipment, and has an 
tractor length of 129 in 

The D-17 tractor has 54.43 hp 
weighs approximately 5,300 Ibs 


overall 


without 
overall tracto1 

Both tracto: 
high-clearance des 


equipment 
len¢th 


feature 


vides a low center 

stability and extra hig! 

ance. Power-Shift rea 

Roll-Shift front axle p 

ing wheel widths fa 

without the use of jacks or block 
A unique power control, lled 

the “Power Direct 

the D-14 and D-] 

shifting to 

range, providing 8 

speed Also 
xtra 


~ 
7 
the-go 


reverse 
optional 
peed live powel! 
continuous oper: 
which a 
power at all time 
riety of tool 


pump 


to control ; 
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business days after receipt of an acceptabk ntract 


Old Dobbin is scarcely more than a memory now in thi ' 
world ot high powered produ thon But the changes in indard 
] 


improvements in financing are almost as great if not quit 
Every contract is insured; both you and your customers 


holdback of funds no frozen cash deposit 


as dramati 
ure protected from nearly every probable hazard — including 


to serve llision and upset 


CCEC financing is modernized and streamlined 


. Nekee thei 0 fit 
both as a merchandising tool and a source of extra pr Flexible term arrangements minimum paper work 
freedom from collection worries a service that finances 


You share in the finance charge earn substantial extra 
both new and used equipment 


net proht 

You cam cles your deals “on the mot" = hanes modern pepreagger no cl pene embarrassment 

own credit investigation and deliver the equipment if yo no chattel mortgage on other owned property no appraisers 

are satisfied the buyer is a good credit risk. In nearly every we cont te your customers fam. Yes, CAG snaies mensy 

CCEC will agree with your decision for you, builds friends, brings customers back for repeat 
business. No wonder more dealers today than ever before are 


financing through CCEC 


case, 


Full cash for every sale; your check is on its way within 


Commercial Credit Equipment Corp. Dept. 148 
Birmingham, Michigan 


I'd like more information about the CCEC “worry-free” financing 


CC COMMERCIAL CREDIT 
EQUIPMENT CORP. 


Affiliated with formerly Dearborn Motors 
Commercial Credit Credit Corporation 


plan. Please have your representative contact me 


Company « Baltimore NAME 
BIRMINGHAM, MICHIGAN 
ADDRESS 


CITY 


rRACTOR LINE HANDLED 
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Are you this man? A farm equipment dealer 
competing for a share in a market that never stands 


sull? Remember this: 


A John Deere franchise entitles a retailer to 
keep company with success. Now, as in long 
years past, one name—John Deere—stands out 
for having won the confidence of a major por- 
tion of America’s best farmers...and top rank 


in nation-wide sales. 


In his own community, a John Deere dealer 
Shares in this outstanding reputation and oppor- 
tunity for high sales volume. To his customers, he 
represents the quality, the service, and the leader 
ship in satisfying farmers’ needs with the best of 
new machines and new profit-making, work-saving 
features—the factors of success, carefully built and 


jealously maintained by John Deere 


The character of the company is the character 


of its representatives. 


A company is known 
by the men it keeps 


Across the United States, about three in five 





John Deere dealerships have been active for 


10 years or more; about one in every five 


A man is known by 
the company he keeps 


has 20 or more years of successful business 
experience; and many dealerships have been 
in operation continuously for 30, 40, 50 years 


or more. 


John Deere continually strives to help each 
dealer build such lasting success. In thorough, well- 
planned national advertising...in the popular and 
highly successful Furrow...in local advertising and 
merchandising...in John Deere Day events with 
outstanding moving pictures...in field-day promo- 
tions...in operation of a practical credit plan...in 
fast service On parts—in every possible way, John 
Deere gives personal, continuing help. The reason 


is simple 


Success is a two-way street, built on mutual 


confidence and satisfaction. 


JOHN DEERE 


MOLINE, ILL. 


Wherever Crops Grow, There’s a Growing Demand for John Deere Farm Equipment’’ 





Since the 1935-39 period the index 
of prices paid for goods and serv- 
ices used in production has in- 
creased about 150°%. While farm 
wage rates increased by more than 
twice as much as the average in 
this period, farm machinery in- 
creased less than the average for 
all production items 





The Farm Cost Situation 


ITH THE increase in prices for 

farm products more than off- 
setting continued rises in the costs 
of production goods, the farmer's 
current position is more stable 
than at any time within the last 
several years. Though the cost- 
price squeeze has lessened, the cost 
of production goods and services 
remain high. The result: if the 
farmer is to realize a reasonable re- 
turn from his labors he must con- 
tinue to depend on labor-saving 
machinery and equipment. 

Fortunately, farm equipment 
despite continuing increases — is 
still one of the farmer’s best buys. 
This was emphasized again in the 
recent issue of The Farm Cost Sit- 
uation, a publication of the U. S. 
Department of Agriculture. 

The publication points out that 
although prices paid by farmers for 
goods and services used in produc- 
tion reached a record high in mid- 
April, prices of farm products rose 
enough to offset this increase. 

In April, the index of prices paid 
by farmers for goods and services 
used in production was 4 percent 
above a year earlier. Increases dur- 
ing the year amounted to 25 per- 
cent for feeder livestock and to 4 
percent or more for farm-mortgage 
interest payments, farm machine- 
ry, farm real estate, motor vehicles, 
and farm supplies. 

Most cost rates have continued 
to increase since last fall despite 
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More favorable prices for farm products recent- 
ly have eased the cost-price squeeze and should 
lead to a further expansion in the market for 
farm machinery and equipment down South 


the business recession. Since 1935- 
39, the index of prices paid by 
farmers for goods and services used 
in production has increased by 
about 150 percent. Farm 
rates have increasei by more than 
twice as much as the average, 
while during this same _ period 
prices paid by farmers for farm 
machinery increased less than the 
average for all production items 
Despite fairly continuous increases 
in machinery prices since the 1947- 
49 period, farm equipment is one 
of the farmer's best buys 


wage 


Farm Expenses Up 


The total of all farm operating 
expenses was at an all-time high 
in 1957. It was $0.4 billion above 
the previous high (1951) even 
though expenditures for feed, seed, 
and livestock were about $1.0 bil- 
lion lower 

The amount spent by farmers for 
production items that originate on 
farms was $6.2 billion in 1957 com- 
pared with $5.6 billion in 1947-49 
Other farm operating expenses a- 


mounted to $14.5 billion in 1957 as 
against $10.4 billion in 1947-49 
Consequently, the publication em- 
phasizes, most of the 29 percent in- 
crease in farm operating expense 
from 1947-49 to 1957 resulted from 
a 39 percent increase in expendi- 
tures for goods and services of non- 
farm origin. 

However, farm output was 13 
percent higher in 1957 than it was 
in 1947-49. When this is taken into 
account the figures show that total 
farm operating expense in 1957 
were 14 percent higher per unit of 
farm output than they were in 
1947-49, while operating expenses 
for goods and services of nonfarm 
origin were 24 percent higher 

On the average, farmers 
paying higher rates for hired work- 
ers on April 1, 1958 than they were 
a year earlier. In the nation as a 
whole, the increase in farm wage 
rates for the year April 1, 1957 to 
Apri! 1, 1958 amounted to 2.2 per- 
cent. Few statistics so eloquently 
argue for increased mechanization 
of all farming operations 


were 
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Farmers’ Expenditures For 
Despite its value in lowering NON FARM GOODS AND SERVICES 


production costs, farm machinery Used in BIL. $ 
till is an important item in farm Farm Production * 

costs. Farm equipment accounted 
for more than 60 percent of all 
farm capital expenditures and for 
about 11 percent of all farm pro- 
duction expenses in 1956. In March 
retail prices of farm machinery and 


CLL 
MACHINERY wae 


motor vehicles were 4 to 5 percent 
higher than a year earlier and 50 
percent higher than in 1947-49. al- 
though discounts and trade-in al 


recent yea Prices paid by “wo 


for motor ipplies decreased : 
around 2 percent in the year end- 
d March 15 to about 21 percent 1935 1940 


above the 1947-49 average. Whole- , ee 
of farm machinery and 7 


19 


45 


2 


rose 5 percent in 1957 








Current Prices 


1956 
had 


good 





Cost Rates 


Cost rates and prices paid by farmers for major groups of produc- 
tion items this spring compared with o year earlier are as follows: 


Feeder livestock (April 15) : Up 25 percent 
Farm mortgage interest payments per acre Up 7 
Farm machinery (March 15) ................-- ——— 
Farm real estate taxes per acre — 
Motor vehicles (March 15)  ......ccccccccccseseseeennenene Up 
Farm supplies (April 15) .......--.ccccececceeeeernneeennnnns Up 
Building and fencing materials (March 15) ..... . 
Wage rates (April 15) 

Fertilizer (April 15) 

Motor supplies (March 15) 

Seed (April 15) 

Feed (April 15) 


1©LTec or mec 
liscontinued and 


1 « 
able 


NNN | —N 2 ee 
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NEW EQUIPMENT 


Power-Angling Blades Now 
on All Case TerraTracs 


HYDRAULICALLY operated dozer 
blades that can be angled in sec- 
onds—while the tractor is in mo- 
tion—are now available on all Case 
TerraTrac crawler tractors, J. I 
Case Co., Racine, Wis., announces 

Job-proved for over a year on 
the company’s larger crawlers, the 
power-angling feature is now 
standard equipment on the 62 HP 
Model 600 and 50 HP Mode! 500 
TerraTracs, and optional on the 
42 HP Model 320, smallest crawle1 
dozer in the Case industrial line 

Two double-acting hydraulic 
cylinders mounted on the A-frame 
behind the moldboard, where they 
are protected from brush and 
rocks, furnish the power for ang- 
ling the blade 25 degrees to either 
side. Operator merely presses a 
hydraulic lever on the dash. An ad- 
jacent lever enables him to raise 
and lower the blade with the same 
hand. 

Principal advantage of power- 
angling, the company claims, is 
that the operator has precise con- 
trol of blade angle at all times, 
without having to stop the tractor 
and wrestle the blade into correct 
position by hand. When side-cast- 
ing, operator can turn around at 
the end of a long pass, reverse the 
angle of the blade, and doze in the 
opposite direction. Or on _ short 
passes, he can back up, adjust the 
angle, and start a new cut. Model 
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600 is equipped with Terramati 
transmission, which provides hy- 
draulic power-steering, plus pow- 
er-shifting in all speed ranges, a 
well as forward and reverse. Mod 
els 500 and 320 are equipped with 
standard transmissions and con- 
trolled differential steering. Both 
the “500” and “600” have torque 
converter drive, which greatly in- 
creases dozing power under heavy 


load the company state 


° 


Powell Markets New 
Grass Transplanter 


POWELL Manufacturing C 
Wilson, N. C 
ability of a new Bermuda 
transplanter unit. The unit i 
pecial furrow opene! 


, announces the 


hown with 
plow in the accompanying photo- 
‘raph. This plow opens a furrow 


ix inches deep and prepares the 


row for the transplanter unit. By 
etting the sprig in a furrow, it 


can 


be harrowed later to keep down 


competing weeds and train th 
grass runners down the “ 
In areas where 


planting in a 


furrow may not be desirable, the 


ised ithout the 


furrow-opener plow f flat 


machine can be 


planting 
The Model 

unit features an 

pick-up tray which 

sprig a fed and 
paces it accurately 
The “42” may be 

many vegetable 

tock, tobacco, and 
A pecial 

t? 


rol 


tained 


New M & W Dual Wheel 
Kit Cuts Compaction 


TO CUT SEED bed 
& W Tractor l 


; 


Because trac 
over four wheel 
usual two, the farm 
vided with a 
“floating” actior 
states that lippage 
travel speed over loose 
increased by one-thi 
each gear, and fuel 
much as 25 have bee 

The M & W dual whee 
can be installed on pre 
tors without changing 
ting or altering the tractor 
way. The wheels themsel 
be mounted or removed in 
than 10 minutes without the uss 
of a jack by simply inning the 
inside whee] on a one-inch board 


the company stats 
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source of auxiliary power for dair- 
and can provide 


Allis-Chalmers Offers New 
Portable Generator Set les, hospitals, et 


the main powe! 
ADDITION TO its line of power not as yet 


supply tor area 
erved by powel 

producing equipment of a portable The unit complete as a pi 
* with all control 


needed for immediate ust 


lightweight Generator Set develop- age and acct 
ing 35,000 watts (35 kw) is an- 1es 

nounced by the Engine-Material cause it is completely weatheri: 
Handling Division, Allis-Chalme1 it can be used eithe: 
Milwaukee indoor The witchboard and 


trument panel are protected by a 


outdoo!l 


Manufacturing Co., 


completely enclosed cabinet with a 


locked 


glass door that can be 
The W-226 has an overall length 
of 68 inche 


37 inches high 


26 inches wide and 
It can be ope rated 


gasoline 


- 


either by gas or 


New IH Moldboard Plows 
Offer Customer Options 


TWO NEW TWO- and three-bot- 
tom Fast-Hitch moldboard plows, 
featuring lightweigh welded 
boxed-channel 
many custome 

nounced by 
gine manufactur- vester Co 
*halmer The unit The McC 
either continuou ol available a 
for construction converted to a 
g lum- on the farn 
bean The 
mick No. 311 


powe 
ming, mines, loggin 


and mills, oil fields and 
It will serve also as a 


Five-Way Control for "800" Harvester 





. ™9 

fe rete ton oo Pas 

A new, exclusive 5-way convenience control system for New Holland's "800" 
forage harvester puts the farmer on top of every operation. With the addition of 
an engine control lever and changes in the deflector cap lever, New Holland now 
has complete control right from the tractor seat. From top to bottom, inset, are: 
1. discharge spout handle; 2. new engine control lever; 3. deflector hood control; 
4. lever for raising and lowering attachments; 5. forward-stop-reverse lever. New 
engine control lets farmer “idle” engine when turning around at the end of fields 

or during halts in operation 
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a two-bottom and a 
third bott lered as needed 
The No. 311 n be reduced to 
a two-bott time simply 
by bottom and 


ordered 


removit 


colter 


Both plows are available 
choice of 14- or 16-inch bott 
well as the option of rigid « 
the latter designed t 

th tractor and plow agai 
stum] A 
including 
and Super Chief 
used on the 


k and 


of bottoms, 











HOL-DEM 


MODEL 57 “Short-Stopper” 


Best Selling FENCER! 


Clips weeds on contact 


Ends nuisance shorts 

2-Lamp signal system 

Guaranteed lightning protection 

Saf-Tee" Chopper with circuit breaker 
1-Wire, any-soil stock control 

2-Tone finish. sheltered terminals 

6 Models, battery or electric, from $13.95 





ASK YOUR JOBBER SALESMEN FOR HOL- 
DEM CATALOG PAGES, INFORMATION 
ON RADIO PROGRAMMING AND NEW 
DISPLAY RACK NOW AVAILABLE. 


Hol-Dem Electric Fencer Co. 
1342 Quincy Street N.E 
Minneapolis 13, Minn 














wh 


L, 4} Le 
Pea ae 2 Re ee che 
bas a 40 if a : ‘eee "se 4 ’ i é 

ti Oe DINGS oy, ae hee (oites we) ae Me, less than an hour, the manufactur- 
TRS Se = pe ee 


turbed until they reach the shelling 
chamber. There i no furthe! 
chance of los thereafter, the 
company states, as the kernels and 
stalks move into a larg eparating 
and cleaning area 

Oliver points out that the farn 
er who uses the Oliver corn heade! 
and combine finds his field ready 
for plowing immediately after the 
harvest as the cornstalks, cobs, and 
other foliage have been shredded 
and spread in a mulcl 

With the addition of the cor 
header, the Oliver combine has be 
come an all-purpose harvesting 
machine. The grain and corn head 
er attachments are interchange 
able. The job can be done, withou 


; 


special equipment, by one man 


er states 


¢ 


Oliver Announces New shelling, and shredding in a con- Hardie Introduces New 


tinuous flow 
The absence of 


Two-Row Corn Header 


napping rolls i 


Pest Control Sprayer 


A TWO-ROW corn header intro- said to reduce shelling losses Ths A NEW pest control pray 


duced recently by The Oliver Oliver header cuts 


off and carrie Model DF-26D, : announced b\ 


Corp., without use of snapping the whole cornstalk into an en- the Hardie Manufacturing Co 
rolls, takes the entire cornstalk closed shelling and threshing cylin- Hudson, Mich. It I 


through the machine, cutting, der. The corn kernels are undis- proven 


feature 





CARPENTER@SVILLE, TLL. 
v-S.a 





SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable 
Also, we are now producing a new line of Star 
Blade-Type Plow Shares——in regular and short pat 
terns—-made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You'll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


Ba. 











W. R. C. Smith Publishing Co. 
Department SH-7-58 

806 Peachtree St., N.E. 
Atlanta 8, Georgia 


|_| New [] Renewal 


Please enter my subscription to SOUTHERN 
HARDWARE for 3 years. 


Name 
Firm Position 
P.O. Box or 
Street and No. 
City State 
| | Enclosed find $2.00 
(} Send bill for $2.00 
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Air Stream Sprayers and to em- 
body refinements in many details 
Fan equipment is the patented 
Hardie “Duo-Fan,” two 26”, 9- 
blade cast aluminum fans mounted 
with opposed blades on a 
haft. A new centrifugal pump de 
livers 80 gpm at 200 psi, assuring 
more complete break-up of spray 
material, the company stats 


Other feature include heavy 
remote control new test 
built-in re 


piping; special extra heavy 


rior tank coating 


, adjustable axle and rugged 
bar. Each of the 20 adjust- 
e nozzles is equipped with ar 
vidual hut-off Nozzle and 
can be adju ted or changed i 
eld in minut The ul 
vailable with 400 gallon or 
fallon tank equipment 
red by a Ford Indu 
bic inch engine. Host 
hand gun spraying 
end 


5 


New McCormick No. 185 
Planter Now Available 


A NEW PRECISION plantin 
llanting beet bean 
vegetable and most other ct 
announced by International Har- 
vester Co. The McCorn 
planting unit mount 


to 2'4-inch quare tool bar to make 


a two, four, o1 ix-row plante! 
with minimum row spacing of 14 
inche The number of rows that 
can be planted depends on the row 
pacing and the length of the tool 
bar 

Each row unit is an independ- 
ent planter Two large down-pres 
ure springs hold double-disk o- 
peners in the ground. When plant- 
ing small seed depth bands are 


available to regulate planting 
depth. Each planting unit is pow- 
ered by a full-floating drive and 
press wheel. A variety of different 
seed plates plus four sizes of drive 

2° 


sprockets provide a total of 182 
eed-rate combinations, seeds can 


be paced 
part in ther 

Other T¢ 
bushel wind i} pers at low 
level for « ent filling, and 
ratchet-acti | te drive that 
prevents dan plant- 
er is backed I vi itl 
n the ground 

The No. 185 
complete plant 
rows. Howeve 
reaaqy owns a 
ndividual row 


the size planter até 








HERCROME 


Ask your Herschel representative about 
“HERCROME” knives, sections and 
gvards—the miracle of modern cutting. 


\ ganuractuning CO., INCORPORATED 


HERSCHEL PARTS 


are available to fit 
ALL MAKES of mowers 


and combines 


Why limit your profits? Stock, display 
and sell Herschel Parts available to fit 
ALL MAKES of mowers, combines 
forage harvesters and swathers. Regard- 
less of make, you make the sale 
there's no limit to the amount of business 
you can do! 


Your customers can rely on the superior 
performance of Herschel Parts. Herschel 
accuracy and quality are the result of 
over 70 years manufacturing experience 
and engineering achievement. Always 
recommend Herschel America's first 
name in cutting parts for farm equipment 


Now's the time to check your stock and 
prepare for late summer and early fa 
requirements Re-order now 

depend on our prompt service! 


you can 


FACTORY AT PEORIA, ILLINOIS 


Distributors; R. C. Cropper Co., Macon, Georgia; Southern Supply Co., Dallas, Texas 
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HELPFUL LITERATURE 


Claffey Machine & Manufacturing 
Co., Groveport, Ohio, has literature 
available on its power wagon un- 
loaders which are available in can- 
vas-apron or false end-gate models. 
Either model fits all farm wagons. 
The portable power unit may be pur- 
chased separately; all makes of hand 
unloaders can be converted to this 
unit. For more information— 

Write in No, El on coupon below 


Cole-Hersee, 20 Old Colony Ave., 
Boston 27, Mass., presents its electri- 
cal products in a comprehensive cata 
log, D-176. The switches, connectors, 
and other electrical units for farm 
equipment are designed to stand up 
under the most severe working condi 
tions and meet all F.E.I. requirements 
and specifications, according to the 
company. For more information 

Write in No. E2 on coupon below 


Allis-Chalmers Manufacturing Co.., 
Tractor Group, Milwaukee 1, Wi 
has available the following literature 
the TL-1884 which covers the nev 
Post Hole Digger for use with A-C 
wheel tractors; the TL-1861 which 


describes the Farm Loader now 


For more 
information 





> 


Fill out and mail coupon to 


SOUTHERN 
FARM EQUIPMENT 


806 PEACHTREE STREET, N. E. 
ATLANTA 8, GA. 


available for A-C farm tractor For 
more intormation 
Write in No, E3 on coupon below 


The Ferguson Manufacturing Co.., 


Suffolk, Va., 
power-driven cultivator, the Tilrova 
tor, as the answer to all crop culti 
Dealers are offered a color 
ful 4-page brochure. For more infor 
mation 

Write in No. E4 on coupon below 


introduces its new 


vation 


Flint & Walling Manufacturing Co.., 


Inc., 379 Oak St., Kendallville, Ind 
provides a catalog on its line of wa 
ter systems. The company stat 
there are F & W models to mee 
requirements exactly. For mors 
formation 

Write in No. E5 on coupon below 


Massey 
vision, 1009 South West St., Wichita 


Kansas, presents its line of industrial 


equipment in a colorful brochure 


complete with action photos and spe 


cations. Included are the new Work 


Bull tractors 202, 1001, 303, and the 
Fork Lift, as well as Davis loaders 
backhoes. etc. The Work Bull an 


Company Page 
Company Page 


SI ccccsesecsseressseceses sonnei 


Ferguson Industrial Di- 


a en seneanine 


Available free to readers. Just write in the 
key numbers on the handy coupon below 


product 
power-matched fo 
» production k 
tion 
Write in No. E6 on coupon below 


Century Engineering Corp., Fa: 
Equipment Divisior Cedar |! 


; 


Va, presen 


For more informatior 
Write in No. E7 on coupon below 


B. F. Goodrich Tire Co., Ak 


hio, otter 1 32-page 110% 


comt 


Send me these FREE Catalogs and Bulletins .. . 


Send information on these advertisements .. . 
Company Page 
Company Page 


BEey FTIR cccccencecscescsersseves iectenisis nanhenineemnimnanventuntt " 


; ID cussissnensmineinbe ideaiebanaieeani aarti atichiaiais ssiceletaleiaehieielailehliaimaaie 


CUFY nnrececcrecssccsscessscsecseereccecsecsecs COME socvccee SEGPO..00.00-c0ee0e00e — 
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demounting, maintenance, the use of planting any type of row crop, with Universal! i Co., 349 N. Mo 
tractor tire solution equipment and fertilizing attachments also available ley, Wichit ; features the 
valve and accessory equipment. Fo! For more information Transmix mixer a folder 
more information Write in No. E15 on coupon, Pg, 102 which give ete information on 
Write in No. E8 on coupon, Pg, 102 its numer I mixing 


aaii | a‘ : a 
Clark Manufacturing Co., Ather- feed, silage t, and hauling dirt 
Crescent Plastics, Inc., 955 Dia ton, Mo., has literature available on For more it Nor 

mond Ave., Evansville 7, Ind., offer its sprayers, ammonia applicator Write in No. E24 on coupon, Pg. 102 
a folder giving advantages, maximun and hydraulic cart for rotar hoe 
depth recommendations, and detailed and harrows. For more information Mid-West F rging & Manufactur- 
information for installing submersi Write in No. E16 on coupon, Pg. 102 ing Co., 38 S n St.. ( 
bl pumps up through 1-hp and deep 3 l off 


jet pumps with new semi-rigid Cre Joliet W ht Wash To) 
ine-KL (Kralastic) pipe. For mor = olie roug asher Co., Joli 


nformation and non-ferrous flat wa 
Write in No, E9 on coupon, Pg. 102 hinds im an avaiishle catalos ' )] et ! tion— 
more information Write in No. E25 on coupon, Pg. 102 
Century Engineering Corp., Cedar Write in No. E17 on coupon, Pg. 102 
Rapids, lowa, offer a 5 point mer Henke Manufacturir Co., 


chandising program to help the deal 


, Zives complete details abou 


zany : Commercial Credit Equipment 
er in selling more sprayers. For more Corp., 1300 N Woodward Ave 
niormation 
Birmingham, Mich., offer a bro 
Write in No. E10 on coupon, Pg. 102 chure on using credit a : 
The company provides 
Crown Dairy Supply Co., 323 W credit plans fo 
Waukesha, Wi is ol ers regardle ii! “ 
booklet entitled vidual dealer handk ‘or more in Write in No. E26 on coupon 
Most Service fron formation 
lking Machin nfl Write in No. E18 on coupon, Pg. 102 Iowa Fibre Products, 
booklet dea \ } ] ‘ ha : ] ' 
ves of milking machine 


fz 7 
larm e¢ 


Henry Manufacturing Co., 
natural rubber ynthetic, or o ; * 
521, ope Kar 
bination 


nflat 


vyf YY 
LO! i 


Write i in No. ieeanun, Pg. 102 a o} + a. fecal yA ™ . : GM. 5 ID 200 
; ‘Whee reg tox No. 300 


Wright Power Saw & Tool Corp.. ior 7 hior ‘or more infor tior 
10 § } ille : cy Write in No. E19 on coupon, Pg. 102 Write in No. E27 on coupon, Pg. 102 


Tractor Group. Allis - Chalmers Taylor Implement Manufacturing 
Manufacturing Co., M j Atl Tenn., has ay 
aescri be tne 12 | 


8-page 


W 


“ ay engim ol I niorr tic 
Write in No. E12 on coupon, Pg. 102 Write in No. E20 on coupon, Pg. 
Write in No. E28 on coupon, Pg, 102 

Rapidayton a i Benn- G. H. Meiser & Co.. ' 
sactussng Co. Dayton 1, O : lan \ilable catalogs Brower Manufacturing Co., 394 N 
a 32-pag lustrated man St Qui I ha a catalog 
l line f feed mixers 
ultr ipplies. For 
me three-wire ubme! le s} en park plus th al ‘- ' “-_ ; ' nd Write in No. E29 on coupon, Pg. 102 
in il inciut 


uge come compk 


hose. For more inforr Larson Machine Co., Princevill 
Write in No. E21 on coupon, Pg. 102 Ill.. covers it ine of farm sprayers, 


art ol trouble oot ing” inforn 
Oo For more inforn mn 
Write in No, E13 on coupon, Pg. —_ s 

el ipplicators and other 
Wisconsin Motor Corp.. lilwauket juipment in a catalog offered to the 

Chicago RaTENSe. vik Si $ Wis offers bulletir 223 whi t For more “informati on— 

Division, Elgin, Ill yf a fol describe mode of its powered Write in No. E30 on coupon, Pg. 102 
\ I l about s} ial an 1ipment For mors inf ‘ 
sery hop stocking cabinet and 
Son meemetad teameen GOR Genk oes Write in No. E22 on coupon, Pg. 102 Gehl 
more informatio 


Write in No. E14 on coupon, Pg. 102 


Bros. Manufacturing Co., 
t Bend rj has literature 

Peerless Equipment Co., Jopli! b] 1 it wo pieces of 

Mo.. gives complete intorr t I l juipment t! convevol 

an illustrated folder or ibl 
Dempster Mill ose eee Co.. stationary models and 

Beatrice, Neb ffers dealer ! purpose and small grain R : 

page detailed Plantall Catalog rh For more information ation 

Nantall is an adaptable tool fi Write in No, E23 on coupon, Pg. 102 Write in No. E31 on coupon, Pg. 102 
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Textil 


Company 


rat 


on 


Front ¢ 


E 


Eastman Chemical Pr 


Inc., Plastics D 
Eclipse Lawn Mower 
Lawn Mower Div 
Electric Wheel Cx F 

Tire & Rubber Co 
Empire Brushes, Inc 
Empire Plow Co 
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DON’T LOSE SALES BY NOT \‘AVING 





EXACTLY THE RIGHT WATER SYSTEM! 





It’s easy to sell that customer when you 
can show him a water system that exactly 
meets his needs. Every well is different — 
every farm or home has different require- 
ments as to pressure, quality, and cost. 

That’s where the wide-range Dempster 
Jetmaster line is your answer — for a top- 
quality water system that can do the job at 
lowest cost, because it can be selected for 
the exact needs. 


DUAL-JETMASTER for that extra 
depth, pressure or capacity (or 
combination of all three) that a sin- 
gle stage pump can’t provide... 
yet without the cost of a multi-stage 
pump. In dual and parallel pipe 
systems, with top quality % HP 
motor. 








JETMASTER—the most efficient and 
rugged single-stage ejector type 
pump made. In shallow or deep 
well models. Ample pressure and 
desired flow per hour by selecting 
right horsepower motor. 





MULTI-STAGE JETMASTER — for 
maximum depth, pressure, flow. In 
two or three stage models, with 
choice of motor horsepower to 
meet any demand. 





CONVERT-O-JETMASTER 
where price and well depth 
are factors. Converts quick- 
ly from shallow to deep 
well operation without cost 
of a new pump. So com- 
pact it will fit under kitch- 
en sink. Thrifty Vs or pow- 
erful V2 HP motors. 


All Jetmaster systems are backed by Dempster’s 


EL 79 Years of Water System Ex 


SUPPLY ee 


_~ DEMPSTER 


EQUIPMENT 
= 
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Pick and ...¢ 
Y 
/ ...and\change- 


Y 


s 


over inless than 
30 minutes 


with AJEw J peEA’s 
VERSATILE, NEW CORN HARVESTING SYSTEM 


Here is a truly versatile and practical corn harvesting system 
—the New Ipea system. With the addition of the No. 303 
Corn Sheller to New Ipea’s complete line of corn harvesting 
machinery, farmers can quickly interchange New [pea ma- 
chines for harvesting shelled corn or ear corn —and the 
changeover takes less than 30 minutes. 

Yes, harvest shelled corn to reduce labor, storage, handling 


= = - 
New Ios. 


costs and increase cash return. Or, the very same day, harvest 
ear corn. Harvest as much as wanted — any way it’s wanted. 

Farmers can now buy a New Ipea picker or snapper, know- 
ing that the field shelling unit can be added at any time. Or, 
if they are one of the thousands who already have a New IDEA 
mounted picker or snapper the sheller can be added with a 


modest investment. 


TWO MODELS AVAILABLE 


Two models of sheller are available— 


: with or without built in 40 bushel grain tank > 
l (shown here). Each shells gently, 
thoroughly, has large shelling capacity. 


MOUNTED 2-ROW SNAPPER—Smalier investment for the 
farmer than a picker. Opens fields easily, picks small and 
odd shaped patches efficiently. Works well in contoured fields, 
no crowding on curves— snapper stays on proper rows. Ideal 
for farmers who want to shell most of their crop, 

since it teams perfectly with the new sheller. 
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in the '58 Murray line 


children ride on Murray wheels than any other kind 


See all of Murray’s 1958 bicycles, park cycle 


velocipedes, autos, tractors, fire trucks, wagons a1 
baby walkers including this stylish park cycle with 
coaster brake. Murray wheel goods and bi les 


are advertised in PARENTS’ and BOYS’ LIFE. 


MURRAY 


OHIO MFG. CO. 
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IN THE NYLON 


CORD BUSINESS 


® The Easy Way 

®@ The Low Inventory Way 
® The Low Cost Way 

® The Packaged Way 

® The High Profit Way 


100% NYLON 
BRAIDED CORD 


RACK 


re 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8", 
3/16", 1/4" and 5/16". Rack 
is FREE with order for 4 or 
more spools 


Ask your jobber about it... 


CORDAGE 
John H. Graham & Co. Inc. 


105 Duane St., New York 8, N.Y 








